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Security Bureau Is 
Commended for Steps 
Reducing Pilferage 


Further Support From Marine In- 
surance, Shipping and Other 
Interests Is Requested 


FORUM IN NEW YORK CITY 


Insurance Spokesmen, FBI and U.S. 
Attorney Tell of Progress Made 
Through Cooperative Effort 


Further support for the Security Bu- 
reau, Inc., of New York, which is work- 
ing successfully to reduce waterfront 
thefts, and which includes many marine 
insurance executives, is asked by Captain 
Edward C. Holden, vice president, U. S. 
Protection & Indemnity Agency. Speak- 
ing last week before a panel on cargo 
security at the 25th annual convention 
of the American Merchant Marine Con- 
ference in New York, sponsored by the 
Propeller Club of the United States, 
Captain Holden, who presided, pointed 
out that the Security Bureau, Inc., rep- 
resented the steamship industry and was 
established as a liaison between the in- 
dustry and law enforcement agencies. 

Although the Security Bureau is doing 
an outstanding job, it could accomplish 
more if it had the complete cooperation 
of the entire industry and if every com- 
pany that could should join the Security 
Bureau in order to present a united 
front to prevent theft and pilferage from 
running rampant in the port, he said. 


Speakers on Panel 


Speakers at this panel were Myles 
J. Lane, U. S. Attorney for the Southern 
District of New York; R. Bruce Miller, 
assistant vice president, North America 
Companies, and Edward E. Hargett, as- 
sistant special agent in charge of the 
New York field office, Federal Bureau 
of Investigation. 

Captain Holden in his opening remarks 
commented upon the fact that coopera- 
tion of the steamship companies and 
other allied businesses with law enforce- 
ment agencies in matters involving theft 
and pilferage were of absolute necessity 
to reduce theft and pilferage and to aid 
the law enforcement agencies in their 
prosecution of offenders. 

He pointed out that the problem of 
theft and pilferage, while a matter of 
concern here in the Port of New York, 
was, however, being fought whereas in 
the out ports conditions are a great deal 
worse. The panel was well attended by 
every segment of the maritime industry, 
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This Was the Year America Celebrated 
the First Coast-to-Coast Telephone Service 


Alexander Graham Bell's voice was carried over 3,000 miles when he 
inaugurated the New York to San Francisco telephone service. 


Progress was made in another field in 1915 when the Safeguard Insurance 
pany of New York and the London & Lancashire Indemnity Company 
S America began servicing policyholders as members of the ‘"L & L Group’’. 








London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. @ SAFEGUARD INSURANCE 
COMPANY OF NEW YORK e STANDARD MARINE INSURANCE COMPANY, LTD. 
(Fite Department) 2 LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


THE 


=; 
GROUP 


— 














Neighborhood 


Even when life insurance was very young it was realized that 


It still 


a case history provided strong motivation for use in a sale. 
does. 





Henry M. Faser, Jr., C.L.U., our General Agent at Boston, 
tells us of a claim in the case of a policyowner insured by Hugh 


Betts and Yale Goldman of his office. 


The beneficiary, a widow, when making the claim notification, 
wrote: 


“Among other things I have to find a place to live by the 
middle of the month and knowing what my income will be will 
help determine how good a neighborhood I can ‘ve our children.” 


Mr. Faser says: “The widow and children are now living in 
a house she just bought for cash and they have sufficient income 
for their needs. One of our strongest closes is to remind a prospect 
that he would like to have his children live in the same neighbor- 
hood and associate with the same people that they do while he is 
living. This letter from a beneficiary proves that it is a very 
real problem.” 
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B.N.Woodson Speaker 
At Opening Meeting 
Of New York Ass’n 


Managing Director of National 
Association Says Only Good 
Insurance Is Well Sold 


J. H. EVANS NEW PRESIDENT 


General Agent of Home Life In- 
stalled as Head of Local; 
Woodson's Sales Points 


At the 
of Life Underwriters 
City of New York, 
formally installed 


annual opening dinner meeting 
Association of the 
John H. 


as president 


Evans 
for 
He is 
Guest 
man- 


Inc., 
was 
the coming administrative year. 
of Home Life 
N. Woodson, CLU, 
NALU title 
Talk Selling 


first 


general agent 
speaker was B. 
aging director of whose 
address was “Let’s It was 
Mr. Woodson’s 
the New York 
position as executive 


Mr. Woodson 


that the only life insurance which serves 


appearance before 
his new 


NALU. 


audience 


association in 
head of 
reminded his 


is that which is sold. 
of this, I that the 
life insurance producer renders his great- 


“Because believe 


est service when he sells life insurance,” 


he said. “I believe to the utmost, of 


course, in ‘service’ in life underwriting 
in the usual sense of the word—helping 
appreciate the 
helping 


security 


a man understand and 


life insurance he already owns, 


social and 
life 
pr »perly 


him understand his 


coordinate it with his insurance, 


keeping his premiums stag- 


gered, keeping his policies free of en- 


cumberance, keeping his beneficiary des- 


ignations up to date. I re in every 


kind of life insurance s¢ ce, and laud 


the underwriter who de a good job 


in those fields. But I hope we never for- 


get that his greatest service is when he 


the life insurance 


that 


sells—because only 


which does ony good is which is 
in force!” 
Gives Sales Suggestions 


The sales sugges- 


tions 


speaker gave some 


and coricluded with a sample sales 
talk which an agent can give in meeting 


the inflationary situation. 
The speaker advocated the use of the 
to help the 


apprecia- 


three-meals-a-day concept 
average family man gain a new 
tion of the extent of his life 
Pointing out 


insurance 


responsibilities. that three 
meals a day comes to 1,095 meals a year, 
Mr. Woodson made the that 
ll-year old child is scheduled to eat 
nearly 11,000 meals before reaching the 
age of 21 and a five-year old child 17,000. 
Thus, the man with children five and 
eleven has 28,000 meals to buy for them 
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He well and truly tries 


THe suMMowns comes in the mail, and the people go 

forth to answer. 

The clerk leaves his counter, the executive his desk, the 
mechanic his factory, the housewife her kitchen. For a little 
while, and not without reluctance, each lays aside his work 
and his business, for a weightier business calls him. 


Now he must decide a man’s fate. 


“Do you solemnly swear that you will well and truly try, 
and a true deliverance make, in the case of The People 
against John Doe, so help you God?” 

“T do,” says the clerk, the executive, the mechanic, the 
housewife. And they sit down in the jury box, awkward in 
their Sunday best, to hear the story of a stranger in 

trouble, who is no concern of theirs . . . 


Or is he? Suddenly through the rattling of the hard words, 
through the clatter of questions, answers, motions, 

objections, there comes to each juror a 
small voice saying: This is my concern. 





The future that hangs in the balance here is mine. 


The accused man might be me. Hf he is innocent, 

1 must save him, as 1 would want to be saved. 

If he is guilty, 1 must save my children, my neighbors 
and myself from others like him. 


1 am here to see that no wrong is done, 

either by many mien to one man, or by one to many. 

I must be careful and wise as never before, 

for the verdict I will vote on here is whether I the clerk, 
1 the executive, 1 the mechanic, I the housewife, 

am good enough to make freedom work. 


You can see a change come upon the face of a juror who 
has heard the voice. And when at last he goes with the others 
into that small, locked room to seek the truth, he takes 
with him one truth never to be forgotten. He has 

learned that the ways of freedom are strenuous ways, 

to be enjoyed only as long as all men well and truly try. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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Faith in America Shown by Investments 


President Paul F. Clark’s Talk to John Hancock Leaders at 
White Sulphur Springs Convention; Among Hancock 
Investments Are Preferred and Common Stocks 


One of the principal points stressed by 
President Paul F. Clark during his main 
talk to that company’s annual leaders 
meeting held in Greenbrier Hotel, White 
Sulphur Springs last week were some 
comments on the company’s investment 
operations. 

“Tust as the production leaders have 
sent business from all parts of the coun- 
try so has the company in turn sent 
money back from whence it came to all 
the United States and Hawaii,” he said. 

He referred to a company map show- 
ing geographical spread of investment 
and suggested that it be closely studied 
so that the field men would know about 
the company’s investment program in 
his own locale. 

Confidence in America’s Future 

Later commenting on the great variety 
of investments—city and farm mortgages, 
leasebacks, bonds, preferred and common 
stocks among others he said: “Our rela- 
tively new common stock investment is 
a bet on the American future. We have 


endeavored to help build a solid-frame- 
work for the American economy and an 
investment program for our policyholders 


with wide geographical spread and 
diversified in nearly all types of sound 
securities. 

“Our company’s investment in your 
community is an investment in your 


leaders as well as the locale. It gives you 
an opportunity to show how your com- 
pany has taken an active part in your 
community life. We invest in manage- 
ment as well as in security.” 

The John Hancock’s president then 
called attention to the folder of Insti- 
tute of Life Insurance, “What Dollars 
Go Back to Main Street Twice.” They 
are the payments on policies and the 
investments. 


Hancock’s Investment Portfolio 


In discussing the Hancock’s investment 
portfolio Mr. Clark said: 

“In the chemical industry we have 
more than $40,000,000 of our assets in- 
vested. In pharmaceuticals, $14 million; 
food and beverage, $83 million; oil, $95 
million; $35 million in paper; $939 mil- 
lion in utilities; $192 million in rail- 
roads; $33 million in Canadian Govern- 
ment securities; $489 million in U. S. 
Government bonds.” 

Of the company’s mortgage holdings 
President Clark said that more than $100 
million are in one- family houses. A total 
of $376 million is held in the company’s 
city mortgage division and $102 million 
in farm mortgages. 

An inspection trip which President 
Clark made last summer was then dis- 
cussed. Visited were the more _ thinly 
populated sections which offered to John 
Hancock investment and development 
opportunities. He called attention to the 
marvelous job done by the local people 
in building up those communities. In 
meeting difficulties present in their 
natural surroundings qualities of in- 
genuity were developed and “those 
qualities, as well as the endurance and 
courage display ed, gave a thrilline demon- 
Stration of the opportunity that is always 
Present for men and women with vision 


and the fundamental desire for success 
that will not be denied.” 

Continuing Mr. Clark said: “The tre- 
mendous distances and magnificent 
mountainous country made one feel how 
‘smali’ by comparison were the people 
who lived in these surroundings. Physic- 
ally, this might be true; yet, as we pause 
in reflecting the achievements of these 
citizens who have overcome natural han- 
dicaps in building so well it all gave evi- 
dence of the tremendous innate power 
possessed by people with vision—regard- 
less of hz indicaps and difficulties.” 

During this journey Mr. Clark had 
stopped at Cowley, Wyoming, where he 
had opportunity to see the environ in 
which Grant L. Taggart, an agent of 
California-Western States Life, works. 
Living in this small town, but ‘working 
in a radius of a big but sparesely settled 
territory, Taggart has for years been one 
of the largest personal writers in the 
country. His personality, the results he 
has achieved and the manner in which he 
has won success have been inspirational 
to the life insurance field force of 
America, Mr. Clark told his audience. 
Men with similar qualities have com- 
bine@ in making possible the building of 
the greatest private enterprises of the 
American economy—the life insurance 
companies. 

Reviews His Hancock Career 

In reviewing his association with the 

company, which began 37 years ago, 


Boris, Boston 


PAUL F. CLARK 


President Clark thought it might interest 
the field men to have him comment 
briefly on his service in various capaci- 
ties and to convey some of the, different 
impression he had received, aking the 
position of observer and commentator as 
far as possible and disregarding the 
rule of personal participant. He started 
as an agent in 1915 at which time the 
assets were $116 million. At the time 
the company had $754 million in force, 
consisting of $413 million of Industrial 
and $341 million of Ordinary. In October 
of the year before the company had 
introduced Disability Benefit provision 


(Continued on Page 4) 


Delegation From Hawai at John Hancock Meeting 


Base 





Top row, left to right—W. H. Mountcastle, T. Urchigaki, D. E. Styne, Henry Young, 


Hutton Smith. Bottom row—Harold Oda, 


R. D. Kau, K. L. Ching, S. Ohye, 


S. S. Sugihara. 


Attending the John Hancock field 
meeting in White Sulphur Springs last 
week was a large delegation from Amer- 
ican Factors, Limited, Honolulu, general 
agents of John Hancock. They included 


H. Smith, vice president of American 
F: actors, and Dwight E. Styne, manager 
of life department. The delegation at 
White Sulphur is shown in accompany- 
ing picture taken there. 





Hancock Leaders Give 
Gov. McKeldin Ovation 


SPEAKER AT WHITE SULPHUR 


Started Career as Office Boy; Studied 
Law in Spare Hours; Pleads for 
Economy in Government 


McKel- 


personality 


Governor Theodore Roosevelt 


din of Maryland was a new 
attending John 


White 


made 


to most of the leaders 
Hancock 


Springs last 


convention in Sulphur 


week, and he such a 
hit by his combination of wit as a racon- 
teur, his deep spiritual characteristics 
and his common sense comments on the 
national ~“olitical scene that he will 
probably be swamped with invitations 
from life underwriter associations asking 
him to address their banquets. Incident- 
a he is in the running for the Vice 
Fresidential nomination at the next na- 


tional convention. 
Began as Office Boy 


Governor McKeldin started work in 
Baltimore as an office boy for Alfred 
Graham. Years went bv and when mayor 
of Baltimore, McKeldin appointed Gra- 
ham chairman of Baltimore’s Finance 
Commission and Coches is now chair- 
man of the First National Bank of Bal- 


tmore. While still a youth McKeldin 
went with Alexander Brown & Sons, 
private bankers. After that he joined 


assistant to 


Roland 


& Deposit Co. as 
that company 


Fidelity 
the treasurer of 
Benjamin. 

Governor 
Universitv of 


McKeldin is a graduate of 
Maryland Law School, at- 
tending classes at night. When he was 
executive assistant to the mayor of Bal- 
timore he studied at Johns Hopkins dur- 
ing odd hours, attending classes at 8:30 
o’clock to 9:20 o’clock and from 9:30 un- 
til 10:20 when he would hasten to his 
duties in the city hall. He would go 
back to the college from 12:30 to 1:20 
o'clock and return in the evening from 
8 o'clock to 10 o’clock. He began to 
teach law at night at College of Com- 
merce of Baltimore and at University 
of Baltimore Law School. 

After beine admitted to the bar he ran 
for mavor of Baltimore in 1939 and rere 


by 24,000 votes, victor being Howard 
Jackson, an insurance agent. In 1942 he 
ran for Governor and was defeated. In 


1943 he ran for mayor and was elected, 
defe: ting Jackson. He ran for Governor 
in 1946 and Iest bv 45.000. Again he ran 
for Governor in 1950 and was elected 


t 


Censures Excessive Government 
Spending 


During his talk he said that the only 
wav that excessive spending at all levels 
of Government can be stopped is by cut- 
ting exnenditures to meet anticinated 
revenue—not constantly by increasing 
the revenue sources to meet costs 

“If there are among us those who still 
nourish the hope that some economy- 
minded persons will appear in the high 
offices of the present national 
lead the way for an 
those hopeful 


executive 
Government to 


over-taxed people, ones 


may be rewarded by their patience in 
Heaven, but not on earth,” he said. ; 
The force to halt the mad rush ot 


Government into the deeper and deeper 
morasses of deficit financing and over- 
taxation will not be found in Washing- 
ton. It is here, in Baltimore, in Walla 
Walla and in Shickshinny, Pa. It is in 
all the great cities and all the small 
towns and country crossroads of Amer- 
ica. It is the voice of the people which 
has been so strangely and so astonish- 
ingly silent for the better part of two 
decades. If the people want to stop the 
spending orgy and constant overgrowth 


of government, they must regain con- 
trol.” 
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John Hancock Leaders At White Sulphur Springs 


Maney Sees Changes 
In Economic Picture 


DIFFERENT FROM DECADE AGO 





Business Insurance Playing Larger Part 
Than Ever With Increased Com- 
plexity in Buying Motives 





Reminding his audience that the past 
can only serve as a bz ickground for in- 
terpreting today’s situation and that our 
thinking must be adjusted accordingly, 

Vice President Massey told how vastly 
changed our whole economic picture has 
become over even so short a period as 


Fabian Bachrach 
MASSEY 


R. RADCLIFFE 


the last 10 or 15 years. Although life 
insurance is still sold with the same 
fundamental concepts business insurance 


is now playing a larger part than ever 
before. Even when purchases are made 
solely for family protection, the factors 


of taxation and the general economic 
situation exercise more and more control 
over the mind of the purchaser. 

This increased complexity of motive 
on the part of the purchaser calls for 
greater awareness on the part of the 
life insurance producer, not only with 
respect to his knowledge of life insur- 
ance as a means of solving problems, but 
also with respect to the existence of 
problems that are peculiar to today’s 
situation, Mr. Massey asserted. 


President Clark's § Talk 


(Continued from Page 3) 
which Mr. Clark said “was about the 
only thing which was then new in our 
company since 1879 when it decided to 
introduce Weekly Premium insurance 
after 17 years of writing Ordinary only.” 
In 1915 the company had only two sales 
organizations—general agents who wrote 
Ordinary and district agents who wrote 
Industrial and a little Ordinary. There 
were no annuities then of any form. As 
a young agent Mr. Clark quickly learned 
that ideas are a compelling sales tool, 
“a concept,” he commented, “I have 
never forgotten.” 


Became General Agent in 1921 


In 1921 Mr. Clark became general 
agent in Boston and continued in that 
post until 1938. 

"AS 2 general agent I was able to 
test some of the ideas I had developed 
as an agent,” he said. “I learned the 
value of mutual interchange of ideas 
with a group of alert people such as we 
are having at this meeting. My 








Group Cover Progress 
Amazing, Says Peters 


AND STILL IS ON THE MARCH 








John Hancock Second Vice President 
Also Tells of Scope of Affiliated 
Protection 





That Group insurance is on the march 
with amazingly progressive results was 
the theme of an address delivered in 
White Sulphur Springs last week before 
John Hancock field leaders by Phillip 
H. Peters, second vice president, John 
Hancock. In detail he discussed the 
broadening Group market which is meet- 
ing security demands as_ conditions 
change, and he also called attention to 
the great opportunity for covering the 
smaller employers. 

In illustrating the great growth of this 
type of insurance Mr. Peters said that 
in 1930 the amount of Group life in force 
in all companies was approximatelv $10 
billion and he contrasted that figure 
with the estimated $50 billion in force 
at the end of 1950. 

In 1930 Accident and Health premiums 
constituted but a small portion of total 
Group premiums. By 1950, for the first 
time, total collected Accident and Health 
premiums exceeded Group life premiums. 


Group Annuities 


Discussing the growth of Group annui- 
ties Mr..Peters said they had increased 
in John Hancock tenfold since 1938. In 
1951 the premium income on Group for 
all insurers will approximate more than 
$2. billion. 

In Tohn Hancock during the past four 
years Group coverage on cases under 
100 lives averaged 80% of the total num- 
ber of cases written and in cases under 
50 lives the average was 59% of the 
total number of cases written. 

Mr. Peters traced the progress of 
Group insurance from the first one writ- 
ten in the United States on through the 
various affiliated coverages which are 
constantly growing in scope and number. 


Hancock’s Woman Leader 


Is Wife of Former Gen. Agt. 

Evelyn R. Hoyer, CLU, of the William 

Hoyer general agency in Columbus, 
O., of John Hancock was leading woman 
agent of the company in 1950 in total 
production. She is wife of Ralph Hoyer, 
general agent emeritus, Columbus, and 
father of William B. Hoyer. 


Milton E. Goldstandt in 1950 
Led Agents of 3 Companies 


Milton E. Goldstandt, Ferrel M. Bean 
agency, John Hancock, was leading 
agent of John Hancock last year. He 
placed $25,500,000 of life insurance in all 
of the companies he represents. In addi- 
tion to the John Hancock he was leader 
of two other companies in paid volume. 

Born in Jacksonville, Florida, and hav- 


ing his academic education in Kansas 
City, Mr. Goldstandt entered life in- 
surance salesmanship after leaving 


Kansas City School of Law, his first gen- 
eral agent being Charles L. Scott, Massa- 
chusetts Mutual Life, Kansas City. He 
came to Chicago in 1930 going with the 
Hentzveter agency. In 1939 he joined the 
John Hancock in Chicago when William 
M. Houze was general agent. The insur- 
ance written by Mr. Goldstandt has been 
on risks in 22 states. 


Know Controls and Values of 
Business, Says “Red” Ohsner 


Clarence Ohsner, Columbus, O., who 
as “Red” Ohsner of Ohio State Uni- 


versity was one of nation’s best known 
football stars, and George H. Plante, 
CLU, general agent, Cleveland, con- 


ducted a two man panel on business in- 
surance at John Hancock convention in 
White Sulphur Springs last week. 

Acting as interrogator, Plante asked 
Ohsner about his methods. Chief point 
made by the Columbus agent was that 
any person capable of selling any” other 
kinds of life insurance can close business 
life insurance as well. For the main types 
of business risks—partnership, closecor- 
poration and key man—there are two 
essentials which an agent must be able 
to put across, said Ohsner. He must be 
able to explain about “controls” of the 
business and must have knowledge of 
“values” of the business. Paramount in- 
terest of business men, he said, is “con- 
trols” and “values” while they are living 
and after they are dead. In explaining 
size of his average case—$100, 
Ohsner said: “It has reached that height 
because of the large values my clients 
place on their business.” 


_ ELECT E. R. ERICKSON 

E. R. Erickson, general agent, John 
Hancock, Buffalo, has been elected pres- 
ident of the John Hancock’s General 
Agents Association. 





convictions regarding the opportunities 
inherent in life insurance were 
strenghtened.” 

In 1921 the asset of the company were 
$240 miliion and the total production in 
force was $,1546 billion, of which $836,000 
was Ordinary and $710 million was In- 
dustrial. The speaker then told of the 
adoption of Double Indemnity, 1921; An- 
nuities, 1922; Group life insurance, 1924; 
W holesale, 1925; Salary Deduction, 1926; 


Group A. and H., 1928; Monthly Debit 
Ordinary and Regular Ordinary with 
Monthly Premiums, 1936; 1937, Group 


Annuities. He paid a special tribute to 
Walton L. Crocker who became presi- 
dent in 1922 and under whom the com- 
pany began expanding in many ways. 
“Our agency was equipped to take 
advantage of the increasing market for 
all forms of coverage which we were 
offering,” he said: “The greatest test of 
life insurance in my time was the great 
depression. My faith never wavered and 
I saw public faith demonstrated in a 
remarkable way. With few exceptions, 
the record of the insurance business 
during that period formed a bright spot 
in the otherwise dismal record in the 
pages of that period. Total asset of many 
life companies, including John Hancock, 
actually increased in the worst years of 
the depression. John Hancock’ payments 
to policyholders during 1930-33 were 


$366%4 million; its increase in loans on 
policies during the period were $82 mil- 
lion; its new investment, $157 million, 
making a total of $605%4 ‘million. 

“This $600 million of money placed in 
poilcyholders’ hands and invested in new 
enterprises was an important factor in 
cushioning the effect of widespread un- 
employment and distress. Through this 
experience, faith in our institution grew 
into a conviction of the intrinsic power 
of the life insurance idea and of the 
strength of such companies as John 
Hancock.” 


Became Vice President in 1938 


Mr. Clark became vice president in 
1938. “The picture was brighter,” ‘he 
said, “because we had finally come out 
of the depression. It had been clearly 
demonstrated too that the man with the 
rate book was one of the most important 
forces for progress of the nation.” 

In 1938 assets had grown to $921 mil- 
lion and total production in force to $4 
billion, 175 million. 

The company began to write these cov- 
erages: Hospitalization and Surgical 
Benefits for employes, 1938; Hospital and 
Sickness Benefits for Dependents, 1940; 
Pension Trusts, 1942; Medical Expense 
Benefits, 1942, 

A larger and better trained Group 
sales organization and larger Group 


Private Pensions Began 
In 1794, Says Erickson 


IT WAS THAT OF ALBERT GALITAN 





Pennsylvania Glass Works Owner Be- 
came Member of Washington’s Cabinet, 
Says Buffalo General Agent 


Edwin R. Erickson, general agent, 
John Hancock, Buffalo, discussed Em- 
ploye-Pension Plans at the company’s 
White Sulphur Springs convention. He 
traced the history of pension plans say- 
ing the first private one was that estab- 
lished in 1794 by Albert Galitan who 
owned a glass works in Eastern Penn- 
sylvania and was Secretary of the Treas- 
ury under President George Washington 
in 1789. For the railroad industry the 
Baltimore and Ohio Plan, established in 
1884, served as a model for 67 years. 
There are about 25 times as many pen- 
sion plans in this country as there were 
a decade ago. At the beginning of 1940 
there were 650 recognized plans in op- 
eration, At present there are more than 
15,000. 

The Federal Security Administration 
has released some interesting figures 
showing the number of persons drawing 
benefits and total amount of monthly 
benefits paid to those persons. For the 
year 1940 there were 147,000 pensioners 
who received a total of approximately 
$36,000,000. For 1945 there were 777,000 
pensioners who received approximately 
$198,000,000.. During 1950, 650,000 per- 
sons began to draw Social Security old 
age benefits, bringing the total number 
drawing such benefits to approximately 
2,600,000. The annual payments to these 
persons now amount to more than $1,- 
160,000,000. 

In addition to those over age 65 there 
are at present 900,000 other beneficiaries, 
mostly children. So that at the end of 
1950 there were 3,500,000 persons drawing 
some form of SS benefit. As a result of 
the 1950 amendments to the SS Act 
there are now more than 45,000,000 per- 
sons covered under the SS system. 








administrative organization were put into 
operation. Improved training plans for 
whole district agency organization were 
adopted. 


Made President During Critical War 
Period 


When the war was it its height in 
1944 Mr. Clark became president. Assets 
were $1 billion, $31 million. Production 
in force was $6 billion, $804 million. The 
company began writing Monthly Pre- 
mium Industrial in 1947; Medical Ex- 
pense Benefits for Dependents in 1948. 

In June of this year the John Hancock 
passed the $12 billion mark of insurance 
in force, including Ordinary, Group and 
Industrial. For the first nine months of 
this year there was an increase of $765 
million over the amount in force at the 
beginning of 1951. In June the company 
passed the $3 billion mark in assets. 


Hawaiian Delegation 


(Continued from Page 3) 


The Hawaiian representatives flew to 
San Francisco from Honolulu and then 
to Chicago and Detroit. In the latter 
city six Fords were purchased. Three 
were shipped to Honolulu and members 
of the delegation drove in others to 
Niagara Falls, and then visited Boston 
for three days after which they spent 
two days each in New York City and in 
Washington. 


The American Factors, Limited 
Vice President Smith was in the in- 
surance field in California before going 


to Hawaii some years ago. In discussing 
American Factors with The Eastern Un- 


(Continued on Page 5) 
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Business Leaders Must 
Lead Inflation Fight 


CARROL M. SHANKS TELLS ALC 





Prudential President Says No Other 
Segment Will Act to Save Ameri- 
can Institutions 





If anything is to be done concretely to 
save our institutions, to relieve the 
plight of fixed income families and to 
preserve the typical American family as 
good citizens in the face of inflationary 
tendencies, the business leader is going 
to have to start it, Carrol M. Shanks, 
president of the Prudential, said address- 
ing the annual meeting of the American 
Life Convention at Toronto, last week. 
Urging business to move quickly into 
this picture to stem a growing and 
alarming trend towards damaging infla- 
tion, Mr. Shanks said the people of the 
United States and Canada have been los- 
ing ground in the battle against inflation. 

“It is most unlikely that government 
will bestir itself to do what it can do to 
stop inflation,” he said. “Labor is not 
going to take the initiative in stopping 
the ravages of inflation nor even in do- 
ing what it can to slow down its pace. It 
is unlikely that the farmer will come 
forward with concrete action. The great 
mass of people can’t do much about the 
situation. 

Up to Business Leaders 


“Therefore, it is up to the leaders of 
American business, the chief supporting 
force of our economy, to look upon the 
inflation problem unselfishly and do what 
is necessary. Whether or not business 
remains free may depend upon what 
business does about this problem.” 

After summarizing the numerous ac- 
complishments to date on the anti- 
inflation front, such as voluntary credit 
restraint and education of the public on 
inflation fundamentals, Mr. Shanks con- 
cluded, “instead of piecemeal attack 
upon the problem, we should regard 
inflation as a problem in leadership as 
well as economics—and business leaders 
should accept such leadership.” He 
urged all segments of the economy, in- 
cluding business, to give up practices 
that aid and abet the march of inflation. 





Hawaiian Delegation 


(Continued from Page 4) 


derwriter he said its insurance division 
was established 60 years ago and does a 
large general insurance business. “Each 
division of our agency is fully depart- 
mentalized,” he said, “and staffed with 
specially trained personnel.” Stock 
property insurance companies repre- 
sented are Fidelity-Phenix, Fire Associa- 
tion, Firemen’s Fund Underwriters, 
Guardian Assurance, Hartford Fire and 
Hartford Accident and Indemnity, Insur- 
ance Co. of North America, and Star In- 
surance Co. Also represented is Lloyd’s 
of London. Chairman of American Fac- 
tors is H. A. Walker and president is 
H. P. Faye. E. G. Solomon is first vice 
president and there are three other vice 
presidents. 
Manager of Life Department 

Mr. Styne is a graduate of Annapolis. 
In World War IT from 1941 to June, 1946, 
he was on destroyer duty in Pacific and 
was a commander when he left the serv- 
ice. He has been in the insurance busi- 
ness since 1939; with American Founders 
since 1940. He is a member of Pacific 
Memorial Commission. 

William H. Mountcastle, one of the 
Hawaiian delegation members, attended 
three conventions on this trip: Million 
Dollar Round Table, National Associa- 
tion of Life Underwriters and John Han- 
cock. 

American Factors, Limited, producers 
write general insurance in addition to 
their John Hancock production. 





Hardly anything will bring a man’s 
mind into full activity, if ambition be 
wanting, —Sir Henry Taylor. 


$10 Monthly Income Disability 
50-Year Family Income Rider 








DAVID A. CARR, President 








Adolph Sternberg, associate general 
agent, Columbian National Life, New 
York, is serving with the Community 
Clinic of the Bronx. As chairman of the 


insurance men’s committee, Mr. Stern- 
berg is assisting in the accident preven- 
tion drive being held during October. 


Substandard—600% Mortality 
Retirement Benefit Plan for Brokers 


Exceptional Consideration for Overweights 










INC. 
1780 BROADWAY, NEW YORK 
-at 57th Street * JUdson6-4660 











J. Gerald Godsoe, president of Toronto 
3oard of Trade, vice president of British 
American Oil Co., a director of Crown 
Life, and formerly a well known life in- 
surance executive in Canada, was promi- 
nent in the entertainment of Princess 
Elizabeth and Duke of Edinburgh during 
their visits to Toronto. 








One look at the new Berkshire Life “Portfolio 





of Coverages” and you'll agree that our broad 

diversity of policy contracts, at attractive premium rates, 

immensely widens any life underwriter’s range of prospects. 
Highlighted here are interesting and important facts lead- 


ing to the sale of our life contracts—Adult and Juvenile— 
Accident & Health and Hospitalization coverages. ~<€ 
Berkshire Life begins its second century of serv- 
ice and security with an extensive range of modern, 
‘sales-producing’ policies and coverages. 


BROKERS AND SURPLUS WRITERS are in- 
vited to write to the nearest Berkshire General Agent 
for FREE copies of both the handy pocket-size 
Merchandise Chart and Portfolio which outline the 
many unusual sales opportunities. 









ae * 





W. O. Menge Elected 
Reliance President 

HENRY F. ROOD TO ASSIST HIM 

Will Retain Post of First Vice Presi- 


dent of Lincoln National; 
His Career 








Walter O. Menge, first vice president 
of Lincoln National Life, was elected 
president and a director of the Reliance 
Life by the Reliance board of directors 
on October 18. He succeeds John A. 


Mayer, who has been elected vice presi- 
dent of the Mel'on National Bank and 
Trust Co., Pittsburgh. Mr. Menge will 
continue as Lincoln National’s first vice 
president but will have additional respon- 
sibilities as president of Reliance. 
Henry F. Rood, second vice president 





Fabian Bachrach 
WALTER O. MENGE 


and actuary of Lincoln National, was 
elected a director of Reliance Life at 
the board meeting. Mr. Rood will assist 
Mr. Menge in the administration of 
Reliance in addition to his duties with 
Lincoln National. 

Mr. Menge joined Lincoln National in 
1937 as associate actuary after having 
served as a member of the faculty at the 
University of Michigan where he taught 





HENRY F. ROOD 


actuarial science. During his university 
career, Mr. Menge acted in a consulting 
capacity for a number of life insurance 
companies and, in addition, was a con- 
sultant for the Michigan Insurance De- 
partment. Six years after joining LNL, 
he was named second vice president. In 
1945 he was promoted to vice president 


(Continued on Page 13) 
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Discuss European Meets of 
International Labor Bodies 


During the meeting of the board of 
directors of Life Insurance Association 
of America here last week one of the 
subjects which came up for considerable 
discussion had to do with the activities 
of the international labor organizations 
meeting in Europe and the effect such 
European deliberations have had on the 
insurance business of this country. The 
American Bar Association has been 
studying this subject for a couple of 
years. 

At such gatherings in Europe conven- 
tions have sometimes been adopted which 
later have a bearing on the laws of 
various nations. Thus, it is possible for 
what to all intents and purposes becomes 
new legislation which is not enacted by 
legislatures or parliaments, but becomes 
effective through the treaty route. 


Massachusetts Mutual Life 
To Hold Training Clinics 


\ series of eight manpower training 
clinics for general agents and_ super- 
visors has been scheduled by the Massa- 
chusetts Mutual Life during the next 
five weeks. A pilot session was con- 
ducted at the home office in Springfield, 
Mass., on October 22, 23, 24 and 25, to 
establish the procedure of later clinics. 

The first day of each clinic will be de- 
voted to a discussion of selection and 
recruiting procedures, and the remain- 
ing three days will cover training proce- 
dures based on the company’s new foun- 
dation training course. This new and 
expanded training course will be intro- 
duced and explained during the clinics. 
The entire program is designed to assist 
general agents in their mz anpower build- 
ing operations, and to further improve 
service to policyholders. 

The meetings are under the general 
direction of Vice President Charles H. 
Schaaff and Director of Agencies Ken- 
neth W. Perry. They will be assisted 
by Director of Training C. Lowell Mc- 
Pherson, ge ase gre of Agencies 
Douglass N. Ellis and James R. Martin, 
Training Supervisor James J. Bergen, 
and J. Walter Reardon and W. Robert 
Johnston of the training division. 

The new training course was written 
by Mr. McPherson, with the guidance 
and counsel of the General Agents As- 
sociation traisting committee, headed by 
J. S. Braunig of Boston, and including 
Corvdon K. Litchard of Springfield and 
Desmond J. Lizotte of Newark. 

Four-day clinics are scheduled as “z 
lows: * kl 5-8, Washington, D. C., 
and San Francisco; November 3-18 
sirmingham and Cleveland; November 
26-29, ( a ago and New York City; De- 
cember Kansas City and Boston. 


UNIVERSAL SALES DIRECTOR 

Dallas—Maurice I. Carlson, CLU, for- 
mer assistant superintendent of agencies 
in the Dallas office of the Reliance Life, 
has Hee vamed director of Ordinary 
sales for ig Life & Accident of 
Dallas. Mr. Carlson has been in the 
life insurance business in Dallas since 
1942 and received his CLU designation 
in 1949 


Wage Stabilization 
Committee Reports 


MORE PENSION PLAN FREEDOM 


Major Members for More Liberal Treat- 
ment; What Plans Would Not Need 
Approval 


Washington—Virtual decontrol of 
health and welfare programs, and a 
broad degree of freedom in the estab- 
lishment of pension plans without prior 
approval of the Wage Stabilization 
Board was recommended this week by 
the majority of the six-man_ tripartite 
panel appointed by the Board to study 
the problem. 

Sale of Group life and other welfare 
and pension policies has suffered severe- 
ly under the current freeze, during which 
these plans have been included as wages 
and could only be sold within the so- 
called 10% “catch-up” limitation. 

The four public and labor members of 
the panel, in a report submitted to the 
WSB, recommended that permission be 
granted to employers, to establish new 
health and welfare plans, or amend cur- 
rent ones, with no restrictions except 
a minor limitation on Group life poli- 
cies, and pension plans up to the level of 
accepted industrial practice. 

The panel’s proposals must still be act- 
ed upon by the full Wage Board and 
its rulings, in turn, accepted by the 
Economic Stabilization Administrator. 
The Board cannot be expected to act on 
the panel report for some time, however, 
since the dissenting views of the two 
industry members, which also must be 
examined, probably wili not be filed for 
another week. 

Prior Board approval would not be re- 
quired to establish health and welfare 
programs, or to amend current ones, pro- 
vided that Group life insurance policies 
are either on a term insurance basis 
or call for continuation of level annual 
premiums until the employe reaches the 
age of 65. In addition, the policies could 
not provide for any immediate cash pay- 
ments or loan values prior to an em- 
ploye’s death, permanent and total dis- 
ability, or the attainment of age 65, in 
order to receive the exemption. 

Plans Not Subject to Approval 

Under the recommendations made by 
the panel majority, pension plans would 
not be subject to prior Board approval 
if they are: 

1, Amendments of existing pension 
programs which do not require increased 
employer payments. 

2. Amendments which adjust pension 
benefits either to maintain a constant re- 
lationship to the cost of living or to the 
latest wage and salary levels. 

3. Extensions of existing plans by an 
employer to cover additional groups of 
employes either through amendments or 
new plans “equivalent to an _ existing 
plan” for his workers. 

4. New plans or amendments “which 
do not exceed the limits of accepted 
industrial practice” established by a plan 
which meets Internal Revenue Bureau 
regulations as a qualified plan, provided 
that no such plan shall permit the pay- 
ment of any immediate form of cash or 
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loan value benefit prior to death, perma- 
nent and total disability, or the attain- 
ment of age 65. 

This last, said the report, is the “basic 
recommendation” affecting pensions. 
“Within the framework of this recom- 
mended policy, it is intended that the 
Board would, after examination of signi- 
ficant examples of prevailing industrial 
practice, initially establish limits for ad- 
ministrative purposes in terms of exist- 
ing plans. 

“This would mean, for example, that 
insofar as monthly benefit limits are con- 
cerned, limits would be expressed in 
terms of benefit formulae and without a 
Social Security offset. In thus defining 
the term ‘accepted industrial practice’ it 
is intended under this provision of the 
recommendation to establish limits at the 
level of existing plans in those major 
settlements with which the public is now 
familiar. Variations from these accepted 
patterns would require prior approval of 
the Board.” 

“Vesting” provisions in pension plans 
are generally desirable, the panel ma- 
jority held, but nevertheless recommend- 
ed that Board approval be required for 
pension plans with such provisions. At 
a later date, when it has been able to 
examine this type of a plan on a case-by- 
case basis, the “board might be able, to 
establish permissive limits for vesting 
provisions.” 

Prior Board approval also would not 
be required for profit-sharing plans ap- 
proved by the Internal Revenue Bureau 
where no immediate benefit is provided. 


Defines Limitations 


Regarding health and welfare pro- 
grams, the panel majority stated that 
“there exist sufficiently effective self- 
limiting factors to eliminate the necessity 
for imposition of artificial measures to 
achieve the purpose of the stabilization 
program.” 

Group life insurance, said the report, 
is a relatively low-cost benefit, and em- 
ployes generally prefer to place emphasis 
on hospital-medical and disability bene- 
fits. “To safeguard against the use of 
Group life insurance to circumvent wage 
stabilization policy, it is recommended 
that programs not be approved which 
provide immediate benefit” in the form 
of cash or loan value prior to death 
permanent and total disability, or attain- 


HOME OFFICE EAST ORANGI 


WE’RE LOOKING 
FOR A TALL MAN 


One with his head in the 
clouds and his feet firmly 
planted in the ground. An ag- 
gressive man fired with ambi- 
tion, but possessing stability and 
background. 


Our newly-created Ordinary 
Agency Department offers this 
man a worthwhile opportunity 
to capitalize on his ability to 
build his own General Agency. 

Ordinary General Agencies 
are available in Philadelphia, 
Pennsylvania; Northern New 
Jersey, and Westchester County, 
New York. We cordially invite 
your inquiries. Write: William 
H. Fissell, CLU, Superintendent 
of Ordinary Agencies. 


Tie Corona 
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ment of age 65. “It is believed that con- 
siderable limitation on the level of life 
insurance exists as a result of the recent 
improvements of (OASI), the extent of 
private life insurance and the traditional 
practice of fixing the amount of protec- 
tion in relation to annual earnings of 
individuals.” 

Establishment of pension plans or 
amendments exceeding the stated limita- 
tions would have to be submitted to the 
Board for approval, but the panel ma- 
jority said such approval should be 
granted if the program or amendment: 

1. Corrects inequities created by the 
imposition of the wage and salary stabili- 
zation program. 

2. Is required to meet critical man- 
power needs of essential civilian or de- 
fense production. 

3. Constitutes a reasonable modifica- 
tion of an existing program. 

4. Will not be used as a basis. for 
increasing prices or requesting an adjust- 
ment to or resisting a reduction in any 
price ceiling. 

Also recommended by the report was 
the appointment of a tripartite review 
committee to go over plans submitted to 
the Board which require prior approval, 
and to act in an advisory capacity on the 
operation of the WSB program and on 
several questions discussed by the panel 
on which no final conclusions were 
reached. 
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Prudential Bargaining 
With AFL Agents Union 


AFFECTS 15,000 DISTRICT MEN 


Their Cash Weekly Earnings Now 
$98.77 With Welfare Benefits Addi- 


tional; Company’s Position 





The Prudential since October 1 has 
been bargaining in New York with In- 
surance Agents International Union, 
AFL, in order to negotiate a new con- 
tract covering 15,000 district agents in 
34 states, District of Columbia and 
Toledo-Bryan area in Ohio. (District 
agents are those who call regularly at 
policyholders homes to collect premiums 
and service policies.) 

The present contracts have been ter- 
minated by the union, effective Decem- 
ber 31. On October 19 the union sus- 
pended negotiations. It originally had 
asked for increases for district agents 
in its bargaining unit totalling $64,000,000 
a year, Which would have increased aver- 
age agent’s weekly compensation by 
72%: later, the union reduced its de- 
mands to about $37,000,000. Demands 
included higher commission rates, ter- 
mination pay, service bonuses, expense 
allowances, additional retirement and 
other welfare benefits, increases in min- 
imum guaranteed pay and other compen- 
sation items. 


Prudential’s Offer 


Prudential offered higher commission 
rates on certain policies and was willing 
to change the retirement plan to a non- 
contributory basis retroactive to Janu- 
ary 1, 1951. These proposals would mean 
to average agent $7.38 per week and a 
$150 lump sum refund of this year’s 
retirement plan contributions. Also, 
agents were offered a plan of four extra 
days off annually in addition to present 
permissible absences, an improved vaca- 
tion plan for agents entitled to three or 
more weeks vacation and liberalized ter- 
ritory transfer privileges. 

Earnings of a Prudential district agent 
are largely based on initiative and ability 
since he operates primarily under a sales 
commission contract. He is guaranteed 
a minimum of $35 weekly for collecting 
premiums and servicing policies at the 
home. Most agents, eniErely apart from 
income from sales, receive more than 
this for this phase ‘of their work. There 
is no ceiling on the agent’s income. The 
average district agent had cash weekly 
earnings of $98.77 during first eight 
months of 1951. In addition, he received 
welfare benefits paid for by Prudential 
worth $11.93 per week. More than 85% 
of these agents are av eraging $75 a week 
or better in cash pay. Many are earning 
$10,000 a year or more. : 

The union asked more pay for same 
amount of work, citing higher living 
costs. The present union contract, nego- 
tiated in 1949, gave agents an average 
increase of more than $7 a week, in 
cash and welfare benefits. Since 1940 
Prudential has made 29 increases in com- 
mission rates and other compensation 
items. Prudential says: “The basic 
nature of his salesman’s contract, plus 
increases in compensation rates already 
made, have combined to keep the aver- 
age Prudential district agent’s income 
ahead of cost of living. Agents averaged 
$51.09 weekly in 1940. Today’s average 
of $98.77 is a 93.3% increase. Cost of 
living has increased 84% since 1940, 
according to Government figures.” 








SOUTH CAROLINA CLU HEAD 

Roger Bourland, director of Ordinary 
agencies, Liberty Life, has been elected 
president of the newly organized South 
Carolina Chapter, The American Society 
of Chartered Life Underwriters. Award- 
ed the CLU designation in 1949, he has 
been instrumental in the formation of 
the state chapter. 





The Piedmont Life has entered Florida 
With a state general agency in Coral 
Gables under J. Cleve Allen, an Atlan- 
tian and graduate of Georgia Tech. 


New England Mutual 1952 














Dividends Distribution 
New England Mutual Life directors 
have authorized $17,000,000 for distribu- 


tion as dividends in 1952. Interest on 


settlement options and dividends on de- 
posit will continue at 3%. Although the 
increased scale adopted a year ago re- 
mains unchanged this 1952 dividend al- 
lotment is $1,000,000 more than the 
amount set aside for payment in 1951, 
and is largest in company’s history. 

In 1950 policyholders used 44% oft divi- 
dends to pay current premiums. They 
left 42% on deposit at interest. They 
used 7% to purchase additional insurance 
and took 7% in cash. With more than 
$3 billion of insurance now in force New 
England Mutual since organization has 
paid to policyholders and_ beneficiaries 
$1,196,765,000 of which $324,116,000 were 
dividends. These payments, together with 
funds now held for fulfillment of present 


386 FOURTH AVENUE, 
NEW YORK 16,N.Y. 


LOUIS LIPSKY, President 










A ccording to John Ruskin, 
skillful architects tend to build 
high. Right now Eastern seeks 
skillful life insurance “archi- 
tects” and offers them a worth- 
while opportunity to build on 
the basis of their own abilities. 














GENERAL AGENCIES Now Available 


EASTERN features a complete range 
of life insurance forms to cover most 
needs, plus $10.00 monthly income 






in New York, New Jersey and the 
District of Columbia. For’ infor- 
mation, write to Murray April, 
Director of Agencies. 











disability benefits. 











contracts, total $2,367,106,000 and exceed 
by $430 million the total premiums re- 
ceived during the entire life of the 
company. 


Michigan Farm Bureau Life 
Lansing—The Farm Bureau Life In- 


running mate ef the Farm 


surance Co., 
Bureau Mutual of Michigan, business of 
has been 


Make Premiums Deductible 


Washington—A bill to make premiums which is primarily 
on life insurance and annuity contracts chartered. William Conley, 
tax-deductible was introduced in the ary of the Michigan Insurance Depart- 
House on Saturday by Rep. Frederic R. z 
Coudert, Jr. (Rep., N. Y.). The bill will ee : a 
Wait in the House Ways and Means and Nile Vermilion, 
Committee until the next session in casualty company, is manager and assis- 
January. tant secretary-treasurer. 


automobile, 
former actu- 
ment, is assistant manager and actuary, 
manager of the 





SILENT PARTNERS 





“I’ve got silent partners...hundreds of ‘em. Every day they carry 
my story to farms and ranches. Up at my neck of the woods, the mail- 
man does my prospecting. What's more, he introduces me to hundreds 
of friends. 

“Every company has direct mail plans—good ones. But there’s a 
secret to arousing interest in estate planning or accident and sickness, 
and Capitol Life—my company — hit on the secret. 

“Am I rolling in clover? You bet! But it takes hard work, the right 
contract, and real company support, to make the mailman a productive 
silent partner.” 

To qualified Field Underwriters and Agency Managers now resid- 
ing in the 13 western states, our agency expansion program offers op- 
portunities for better living and higher earnings. Ambitious men are sure 
to be interested. 

Write us for complete details 


THOMAS F. DALY II 


Vice President and Director of Agencies 


The CAPITOL LIFE 


INSURANCE COMPANY 


CLARENCE J. DALY, President HOME OFFICE, DENVER 

















W. B. Wheeler Field Service 


Director of American College 

American College of Life Underwrit- 
ers has appointed Walter B. Wheeler 
director of field service it is announced 
by Dr. S. S. Huebner, president of the 
college. Mr. Wheeler has been active in 
life underwriter education and training 
programs having taught CLU study 
groups. Graduate of the School of Com- 
merce of University of Georgia, he has 
been a successful producer with North- 
western Mutual and Equitable Society 
in Rome and Macon, Georgia. 


National A. & H. Has New 
Hospital Expense Policy 


A new hospital exnense policy has 
been put on the market by the National 
Accident & Health Insurance Co., de- 
signed to provide increased hospital ex- 
penses in line with today’s increased dis- 
ability costs. Briefly, the policy may be 
written on an individual or family basis 
and with daily hospital benefits ranging 
from $3 to $12 (up to 100 d: iys) for both 
adults and children (ages one month to 
80 years). There is no limit as to num- 
ber of hospital confinements in any one 
year. 

Marking a distinct change from the 
current practice that miscellaneous ex- 
penses be five or ten times the daily 
benefit, the National A. & H. offers mis- 
cellaneous expenses in its new policy in 
amounts optional with the applicant. 
Thus, the applicant may choose such 
benefits on an unallocated basis in units 
of $25, $50, $100 or $150 irrespective of 
amount of daily benefit. Surgical fees in 
or out of the hospital are also available 
in units of $100, $150 or $200 as per 
schedule. Out-patient accident emergency 
treatment up to $25 is also provided. 

The new policy, which is non-prorating 
and non-aggregate, also pays a flat 10 
times for maternity on the family plan 
after the policy has been in force for 
nine months. However, under the indi- 
vidual plan there is no maternity bene- 
fit. 

Finally, the policy is incontestable 
after two years as to previous conditions. 


Sun of Canada New Managers 
Sun Life of Canada has made three 
managerial appointments in the western 


United States agency division. Russell 
D. Eckblad becomes branch manager 
at Houston, Tex.; John H. Command, 


branch manager at Minneapolis, and C. 
Harris Pottier, branch manager at New 
Orleans. Mr. Command at one time was 
branch secretary in New Haven. 


APPOINTED SPECIAL AGENT 

Raymond E. Sims has been appointed 
special agent at Little Rock for the 
Harry D. Masters agency of Bankers 
Life of Des Moines. The agency office 
is in the Hall Building. 
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THE 1951 NYLICG CLUBS 


LESTER E. WEAVER NEW YORK LIFE is proud of its 1,836 agents 
sree who are members of the 1951 Nylic production clubs. Club 
members must measure up to high standards in personal 
earnings and the quality of business produced, as well as in 
volume of paid-for production — they must be career life 


underwriters. 





We salute and congratulate the entire membership 
ELMER C. MOORE 


ae of this year’s Nylic Clubs. 
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EDWIN T. GOLDEN, C.L.U. HARRY A. MeCOLL REED W. BRINTON, C.L.U. KENNETH C. FITCH C. H. KILLEN 

San Francisco, Cal. Colorado Springs, Colo. Salt Lake City, Utah Wichita, Kans. San Antonio, Texas Salinas, Cal. 
Chairman Vice Chairman Vice Chairman Vice Chairman Vice Chairman Vice Chairman 
Advisory Board Advisory Board Advisory Board Advisory Board Advisory Board Advisory Board 





Fala 








Bae Lay { bs j 
ROBERT A. DAVIES, C.L.U. HARRY J. TALMAN HUBERT N. HOFFMAN LLOYD STEADMAN SHIRLEY J. WAYBURN 
San Francisco, Cal. Worcester, Mass. Washington, D. C. San Gabriel, Cal. Detroit, Mich Sioux City, Iowa 
Vice Chairman Vice Chairman Vice President Vice President Vice President Vice President 
Advisory Board Advisory Board Southeastern Division Pacific Division Central Division Western Division 

a i 

DANIEL H. COAKLEY, Jr. LOUIS K. SIMS JOSEF E. JOSEPHS, C.L.U. GEORGE J. LUCAS HOWARD J. RICHARD, C.L.U. RUDOLF L. LEITMAN 
Boston, Mass. Los Angeles, Cal. Charlotte, N. C. Sioux Falls, 8. D. Boston, Mass. Detroit, Mich. 
Vice President Second Vice President Second Vice President Second Vice President Second Vice President Second Vice President 
Northeastern Division Pacific Division Southeastern Division Western Division Northeastern Division Central Division 
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We are particularly proud 
of the agents pictured in 
these pages who rank as 
Nylic Millionaires 





%, 
é y 

GEORGE W. MATHEWS A. EVERETT RILEY GEORGE H. BOWMAN W. S. POYNOR, Jr., C.L.U. SAMUEL SILVERMAN 
Columbus, Ga. Kansas City, Mo. an Francisco, Cal. Birmingham, Ala. New Haven, Conn. 












ROBERT L. WEBSTER BEN FELDMAN CL.U ROBERT C. HOLLAND, C.L.U. 
New York, N. Y. 


E. L. LEONARD KENNETH L. VAN LEUVEN HARRY S. PERIL 
Winston-Salem, N. C. Spokane, Wash. Shamokin, Pa. Ithaca, N. Y. East Liverpool. Ohio 









LOUIS F. CALLEY GEORGE E. BIVINS S. M. SELEKMAN MAX WEISS E ROY VAN LEUVEN HAROLD G. LARSEN 
Charleston, W. Va. Nashville, Tenn. Pittsburgh, Pa. New York, N. Y. Spokane, Wash. San Francisco, Cal. 











E3 


; . 4 4s 
IRVING WOOL NORMAN WARREN, C.L.U. EUGENE KENDALL JOSEPH L. SHALLOW JOHN BOTTOMLEY JERRY POWERS 
Boston, Mass. New York, N Y. Norman, Okla. Philadelphia, Pa. Boston, Mass. Kansas City, Mo. 








KEITH G. WILDES FRANK P. CRUM EDWIN H. MILLER, C.L.U. HARRY MAYBROOK JOSEPH H. DEARIE WILLIAM V. LURIE 
Juneau, Alaska Detroit, Mich. Chicago, Il Chicago, IIL. New Orleans, La. Brooklyn, N. Y. 





B. H. FRANCE CLARENCE I. QUILLING ALFRED W. PARRY JAMES T. McCREARY VIC VYBIRAL 
Dayton, Ohio New York, N. Y. San Franciscv, Cal. New Orleans, La. 





JOSEPH J. HAVEY 
Newark, N. J. Spartanburg, 8S. C. 
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Commissioners Hold Oil Loan Hearing 


One of the great advantages in being 
on a Joint Committee on Valuation of 
Assets of Life Insurance Companies is 
that the members get an extraordinary 
lot of lowdown on industrial America. 
One of the most popular of investments 
for insurance companies for sometime 
has been the oil fields. On Tuesday of 
this week the entire afternoon session 
of the National Association of Insurance 
Commissioners Committee on Valuation 
of Securities was devoted to the subject 
of oil loans, based on that committee’s 
report and proposals with respect to the 
principles of valuation of oil and gas 
production loans which was made in 
June, 1951. 

Valuation Commissioners 

Chairman of the NAIC committee on 
valuation of securities is Alfred J. Boh- 
linger. Chairman of the subcommittee is 
Commissioner Allyn of Connecticut, 
other subcommitteemen being Sullivan 
of Massachusetts, Gaffney of New Jersey 
and Bohlinger of New York. Messrs. 
3ohlinger Allyn, Sullivan and Gaffney 
attended the hearing of the committee 
held at the New York Department, Tues- 
day. L. A. Griffen is executive-secretary 
of the Commissioners Committee on 
Valuation of Securities. 

Also in attendance among others was 
Fred W. Hubbell, president, Equitable 
of Iowa, chairman of the companies 
Joint Committee on Valuation of Assets 
and members of that committee’s sub- 
committee on oil and gas production 
loans. 

Texas Petroleum. Engineer Has Floor 

Most of the time during the afternoon 
was taken by John H. Murrell of De 
Golyer & MacNaughton, Dallas, aex: 
geologic: il and petroleum engineers. He 

save a lecture on production reserves 
non-production and undev eloped re- 
serves. Everybody was so fascinated by 
his review of the situation, in which he 
emphasized the value of proved unde- 
veloped reserves, that he was permitted 
to talk 40 minutes without an interrup- 
tion. It was said to be the first instance 
of the kind in which a witness at a 
Commissioners hearing could make that 
distance unimpeded by questions. 

At his conclusion Murrell said: “We 
are so desirous of helping you State In- 
surance Department people that if you 
ever want any information we can give 
you about this oil field situation give us 
a ring and we'll grab the 4:30 o’clock 
plane in Dallas and be with you in your 
deliberations the next morning.’ 

Murrell seemed to think that invest- 
ment officers of insurance companies 
should be capable of making oil loans 
just as they do loans in other fields, but 
if it is their feeling that their own 
staffs are not equipped to pass judgment 
in any individual field they can go to 
engineers and other experts for the in- 
formation. He also felt the Departments 
were in a similar position of being able 
to learn about anything where they had 
to have correct information. 

Query by Chairman Bohlinger 

Chairman Bohlinger asked what in 
the appraisal of an oil loan should be 
the test which could be applied by a 
Department in ascertaining the validity 
of an engineer’s finding. 

Answer of Murrell was that a Depart- 
ment, for instance, would not need to 
similar ex- 


employ its own engineer or 
pert as there are many persons in the 
field entirely cognizant with the prob- 


lems involved in oil loans, for instance, 
and who, if the Department wanted more 


specific knowledge, can themselves con- 
fer personally with the engineer who 
made the finding, if that is desired, and 


then the Commissioners in continuing 
their inquiry could reach a sound conclu- 
sion as to whether the engineer’s find- 
ings are correct if experts in the field 
are seen. 

Upon leaving the stand Murrell gave 
the opinion that the Commissioners’ 
principles of valuation and proposals re- 
specting oil and gas loans, made public 
last June, were conservative. 


Life Companies Offer Suggestions 

At the hearing a letter was made pub- 
lic written by Harry C. Hagerty, chair- 
man of a committee of financial officers 
of six insurance companies formed for 
the purpose of reviewing the Commis- 
sioner’s report and proposals on oil 
loans made last June. This committee, 
known as the subcommittee of the Val- 
uation of Oil and Gas Production, Joint 
Committee on Valuation of Assets, con- 
sists of the following in addition to 
Chairman Hagerty who is financial vice 
president of Metropolitan Life: Homer 
N. Chapin, Massachusetts Mutual; Rich- 


ard K. Paynter, Jr, New York Life; 
H. S. Payson Rowe, John Hancock; 
Philip A. Russell, Mutual Life; Donald 


C. Sluchter, Northwestern Mutual Life. 

The letter said that after careful study 
of the Report and Proposals of oil and 
gas production loans it believes the Com- 
missioners committee should be com- 
mended for its efforts in developing an 
improved method of valuing oil and gas 
production loans. 

“While the recommended 
more restrieted,” the letter continued, 
“than presently in effect and some life 
companies think there should be some 
liberalization of provisions, nevertheless 
our committee finds it acceptable and 
highly realistic approach to a difficult 
subject. 

“It is suggested, however, that consid- 
eration be given to one change. This has 
to do with the inclusion to a reasonable 


formula is 
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extent of proven undeveloped reserves 
in the definition of the interests in oil, 
gas or condensate against which loans 
may be made. 

“If proven undeveloped reserves are 
taken into account to establish loan 
value, the cost of drilling and complet- 
ing such reserves, capital or otherwise, 
would of course be taken into account 
as cash deductions in determining the 
discount values of future net worth and 
pay-out schedules. 

Request Amendments 

“It is therefore, requested that the first 
paragraph of Recommendation 3. be 
amended to read: 

“The oil, gas or condensate in ground, se- 
curing the loan, shall be limited to that which 
is recoverable from proved developed producing, 


proved developed non-producing, and to a 
reasonable extent, proved undeveloped _ re- 
serves 





and that there be added at the end the 


following new matter 











Ye Olde Maine Almanac For 1951 
































| WEDDINGS - Need for @ aS | 


| Family Income 


VACATIONS - Retirement 
Plans provide future vacations 


| Back to work - ideal Program- 
| ming time 


SCHOOL AGAIN - sell Union 
| Mutual Juvenile Insurance 
| New Homes ready - Mortgage 
| Retirement protects family 

| Group and Wholesale make fine 
| Xmas gifts for employees * 


XMAS - Let the season 
be Merrie 
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S Five years John spent hunting tonicks, ‘- : 
Q He drank all the kures in the land, A> 
. i => 
Q And lost so mutch flesh he was forced “eg 
Te bold up biz pasts with each band. = 
KALKULASHUNS TOP KNOTS 
4 | RESOLVE - Sell Union Mutual 
N Insured Savings Plan The best tonic for tuning up sales per- 
F | SLIPPERY - Good time to sell ZO fe . 
| E | Union Mutual Non-Can § & A snasnanclcaleatadiatea tin nts 
M | Income Tax Time - review of | \ bells and telling your sales story. 
aaa’ Ea But tell it intelligently and well. 
A | SPRING - renewed sitality for Union Mutual helps the field underwriter 
P : ‘ : 
R | selling Union Mutual ar do just that. Union Mutual's sales kits* 
ay 
M | Union Mutual Double | are modern, easy to use, attrac-s*, 
Protection Plan sells easily : 
| | tive to the prospect, complete. 


They are professional tools for = 


the professional underwriter... 





JOG Non-Can Sickness and Accident 


r 
“© markets. 






double- 
edged to make more sales—and 
~ dollars — in both the Life and 


* Union Mutual sales kits are field tested — 
tried out under actual selling conditions 
before being released. 








Founded in the 
Year 1848 








Life Insurance Company 
ROLLAND E. IRISH, President 
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“‘Undeveloped-Reserves which are considered 

proved for production by reasonable geologic 
interpretation of adequate structural control in 
reservoirs producing or proved by other wells 
but which are not recoverable from present 
wells.” 

“It is assumed that the application of 
the recommended procedures will not be 
made to apply retroactively to presently 
outstanding oil and gas production loans 
on which the requirements for the de- 
termination of valuation were established 
on the basis of existing procedures and 
contracts already in effect.” 

The Commissioners Valuation Commit- 
tee went into executive session and will 
report findings later. 


Ray Wright General Agent 


For Provident in Kansas 


Provident Mutual Life has appointed 
Ray T. Wright, for many years its rep- 
resentative in Lawrence, Kan., general 
agent in Western Missouri and Kansas 
and his long-time associate, Edwin A. 
Lewis, will assist him as supervisor of 
the Kansas City agency. 

Mr. Wright has long been prominent 
in the business, is a life and qualifying 
member of the Million Dollar Round 
Table and a life member of the Provi- 
dent Round Table, the company’s top 
sales group. He is a former trustee of 
the National Association and is a fre- 
quent speaker before insurance gather- 
ings. He served four years in the 
Kansas state legislature. 








New Aetna Life Policy 


Aetna Life has announced a new pre- 
ferred risk life insurance policy in 
amounts of not less than $10,000 for quali- 
fied men or women at a cost lower than 
for Ordinary life insurance. 

The new policy will be written on per- 
sons 16 to 59 years old who are better 
than average life insurance risks. Pre- 
miums are payable for life, but are re- 
duced approximately 10% after the first 
year, bringing the cost substantially be- 
low the rate for comparable Ordinary 
life policies. 

The policy, which will be written on 
the non-participating plan, automatically 
includes a_ provision, effective until age 
60, for waiver of premium in the event 
of disability. 








WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, Il. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 
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The appointment of Robert E. Aker 
as agency secretary for the Mutual Serv- 
ice Insurance Companies, St. Paul, 
Minn., has been announced by E. B. 
Rogers, agency vice president. 

Aker will be responsible for recruiting 
and training procedures and practices 
and the analysis of sales results for the 
companies in their six state area. He 
was formerly with North American Life 
and Casualty Company and the Aetna 
Life Insurance Companies, Minneapolis, 
Minn., for five years as a life and casu- 
alty insurance underwriter. 

Aker served as a major with the U.S. 
Air Force during World War II and ma- 
jored in business administration at the 
University of Minnesota. 





Eugene V. Higgins has been made 
assistant medical director of North 
American Reassurance Co. After his 
graduation from Jefferson Medical Col- 
lege, Philadelphia, he spent his intern- 
ship at that college’s medical hospital. 
After two years in private medical -prac- 
tice in Philadelphia he went with the 
United States Life in February, 1945, as 
associate medical director being with that 
company three years. Later he became 
associate medical director of Manhattan 
Life and joined North American Re. in 
September, 1950. 

Wearing their native costumes, three 
displaced persons employed by the John 
Hancock helped the company to put over 
its Crusade for Freedom drive recently. 

One of the refugees from behind the 
Iron Curtain, Ivona Kazlauskas, gave a 
vivid word-picture of life under Russian 
domination, in the course of a brief pro- 
gram broadcast to her fellow employes. 
Speaking first in Lithuanian, then in 
English, she described how her family 
fled to the forests when the Reds took 
over. When her father, a judge, revisited 
his home, he was captured by the Rus- 
sians—in the ensuing 10 years, his family 
has not heard from him. 

She, with two other D.P.’s, Helen 
Weller, formerly of Poland, and Mrs. 
Eugenia Sturms, formerly of Latvia, 
were attendants at a display symbolizing 
Radio Free Europe, the voice of millions 
of Americans who have contributed to 
the Crusade for Freedom. 


The broadcast also featured a_ short 
talk by Labor Commissioner John J. 
DelMonte, chairman of the state com- 
mittee for the Crusade for Freedom, 
which is seeking one million signatures 
and $150,000 from citizens of Massa- 
chusetts. 

After the broadcast, members of the 
sponsoring group, the John Hancock 
War Veterans’ Association, solicited sig- 
natures for the Freedom Scrolls. 

John Q. Adams of the John Hancock 
heads the state insurance industry drive 
for the Crusade for Freedom. 





The John Hancock had at least three 
representatives in the U. S. National 
Amateur Golf championships—and they 
all came from the same family. They 
were Emerson Carey, Jr. CLU, John 
Hancock general agent at Denver; his 
son, Emerson Carey, III, and his nephew, 
William D. P. Carey. Both younger 
Careys are also associated with the Den- 
ver general agency of the John Hancock. 
All three qualified for the National Ama- 
teur and all were eliminated in the first 
round, 

_ North Central Life of St. Paul is push- 
ing the sale of eye-insurance, now car- 


ried by about 2,000 persons in the Twin 
Cities. 


“Most people buy eyesight insurance 
quite readily when it is explained to 
them,” says a North Central circular. 
“Why shouldn’t they? Any thinking 
person will insure his house or his car 
and yet these can be replaced. Eyesight 


cannot be replaced, so why not insure 
ie 

Premiums are spread over a 20-year 
period at the end of which time the pro- 
tection is paid up for life. Loss from any 
cause is covered, whether it be the re- 
sult of accident, illness or old age. 

Uncle Francis. 


J. R. Blevins has been promoted to 
manager of the National Bankers Life’s 
claim department. Mr. Blevins, former 
assistant manager, succeeds H. W. 
Preece, who has been promoted to 
claims consultant. 


Perkins on N. Y. Life Board 

Richard S. Perkins, executive vice 
president of City Bank Farmers Trust 
Co., New York City, has been elected a 
director of New York Life. 





NAMED AGENCY SECRETARY 

J. B. Bailey has been named assistant 
agency secretary of Great American Re- 
serve, Dallas. Mr. Bailey, who joined 
the company in 1947 as a clerk, suc- 
ceeds Baker Conger, who has moved to 
San Angelo as a representative of the 
company. 





It’s the fine points 


that make a champion 


In football it’s ball-handling, 


footwork, drive and coordination that 


make a player a standout. 


In a life insurance contract it’s 
flexibility and liberality ...and the 
ability to fulfill its obligations with the 


least possible red tape and expense. 


The NEW ENGLAND 








issue of the policy. 


option payments. 





Outstanding Features of the 
NEW ENGLAND MUTUAL CONTRACT 


Liberal Change Privilege — A policyholder may change his 


plan of insurance by payment of only the difference in reserves. 


Early Cash Values— Many New England Mutual policies have 
a first-year cash value. Retirement Income contracts, issued at 


older ages, have a cash value as early as three months after the 


First Year Dividend — A dividend is payable at the end of the 
first policy year and is not contingent upon payment of the sec- 


ond premium. Dividend accumulations may be used to increase 








MUTUAL Life Insurance Company of Boston 


First Mutual Life Insurance Company Chartered in America — 1835 
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LIFE AND QUALIFYING MEMBERS 


DANIEL AUSLANDER, CLU, New York City 
MEYER L. BALSER, Atlanta, Ga. 

NATHAN S. BIENSTOCK, Jackson Heights, N. Y. 
JOHN E. BROMLEY, CLU, Battle Creek, Mich. 
JOHN E. CLAYTON, Short Hills, N. J. 

RUSSELL W. DOZIER, CLU, Oklahoma City, Okla. 
DICK EVANS, Pasadena, Calif. 

LEOPOLD V. FREUDBERG, CLU, Washington, D. C. 
GEORGE M. GALT, Pittsfield, Mass. 

HENRY W. HAYS, CLU, Rochester, N. Y. 

ROYSE W. JACKSON, Grosse Pointe, Mich. 

E. LEIGH JONES, CLU, Huntington Woods, Mich. 
RICHARD J. KATZ, Rochester, N. Y. 

CHARLES G. KEEHNER, Berkeley, Calif. 
DONALD K. KISSINGER, CLU, Decatur, IIl. 
MORRIS LANDWIRTH, CLU, Peoria, Ill. 

RALPH E. LOEWENBERG, New York City 
DAVID MARX, JR., Atlanta, Ga. 

ALBERT M. PALMER, Coral Gables, Fla. 
CLARENCE E. PEJEAU, CLU, Rocky River, Ohio 
C. LAMONT POST, CLU, New York City 
HAROLD L. REGENSTEIN, Bedford Village, N. Y. 
JOHN M. RUSSON, Los Angeles, Calif. 

CHARLES H. SCHAAFF, CLU, Longmeadow, Mass. 
LAWRENCE E. SIMON, New York City 

WAYNE M. TROSTLE, Cleveland, Ohio 


LIFE MEMBERS 


JOSEPH J. COBURN, Grosse Pointe, Mich. 
R. U. DARBY, Middletown, Md. 





REPRESENTATIVES 






MILLION DOLLAR ROUND TABLE 








LIFE MEMBERS, Continued 


HARRY I. DAVIS, Atlanta, Ga. 

HENRY G. MOSLER, Los Angeles, Calif. 

A. JACK NUSSBAUM, Milwaukee, Wis. 

NED G. PATRICK, CLU, Omaha, Neb. 
RODERICK PIRNIE, Barrington, R. I. 

ROBERT K. POWERS, CLU, Spokane, Wash. 
GEO. PAUL ROBERTS, Elizabeth, W. Va. 
GEORGE H. SCHUMACHER, Shaker Heights, Ohio 
MAX SLATER, Chestnut Hill, Mass. 

CALEB R. SMITH, Ft. Lauderdale, Fla. 

JAMES H. SMITH, JR., Pacific Palisades, Calif. 
BARRY B. STEPHENS, La Canada, Calif. 
ALFRED D. WHITAKER, East Providence, R. I. 
HARRY R. VAN CLEVE, CLU, Glendale, Calif. 

J. HAWLEY WILSON, CLU, Oklahoma City, Okla. 


QUALIFYING MEMBERS 


GEORGE F. BRYON, Roslyn Estates, N. Y. 
CHARLES C. CLARE, New Haven, Conn. 


CHARLES A. CLEMENTSON, JR., Winter Park, Fla. 


TRACY E. DAVIS, Columbus, Ga. 

THEO. M. GREEN, CLU, Oklahoma City, Okla. 
BENJAMIN F. HEALD, Cincinnati, Ohio 
NATHAN KARNIBAD, Savannah, Ga. 

C. HARRISON MEYER, New York City 
MAURICE T. PAINE, Northfield, Ill. 

ANGUS B. ROSBOROUGH, CLU, Jacksonville, Fla. 
ROBERT M. SAVILLE, Plainfield, N. J. 

JOHN W. STEPHENS, JR., Savannah, Ga. 


(Cities of residence given above) 


Juasrachusel Mutual 


ORGANIZED 1851 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Owned by its policyholders — operated for them 
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Texas Life Convention 
Holds Two-Day Meeting 


SECTIONS ELECT OFFICERS 
Travis T. Wallace Heads Senior Section; 
R. R. Davenport the Agency; H. H. 
Campbell the Junior 


Dallas—Problems and trends affecting 
life insurance, ranging from intra-state 
conditions to an international threat 
flowing from treaty-making powers, were 
aired during the busy annual sessions of 
the three sections of the Texas Life 
Convention, held in the Baker Hotel, 
Dallas, October 16-17. 

The deliberations led to adoption by 
the parent body of a resolution that 
yoiced opposition to the subsidizing of 
life insurance as contemplated in a pro- 
posed agreement of the International La- 
bor Organization, adjunct of the United 
Nations. The action followed by a week 
a disclosure made at the meeting of the 
American Life Convention in Toronto 
that the pending ILO agreement pro- 
vides that a voluntary system of insur- 
ance cannot be counted towards compli- 
ance with certain minimum standards of 
social security unless the insuring com- 
pany is subsidized by the government. 
Since this agreement can be made bind- 
ing by treaty ratification rather than by 
law, the Texas executives have moved 
into the forefront in fighting its adop- 
tion. 


Officers Elected 


Custom was followed in the election of 
new officers of the Senior Section by ad- 
vancing Travis T. Wallace, president of 
the Great American Reserve, to the 
presidency and S. E. McCreless, presi- 
dent of the American Hospital & Life, to 
the vice presidency. The new member 
of the official family is K. H. Easley, sec- 
retarv of the Amicable Life, as secre- 
tary-treasurer. 

Officers of the Agency Section are: 
Chairman, R. R. Davenport, CLU, vice 
president, Southwestern Life; vice chair- 
man, Vernon D. Singleton, vice presi- 
dent, United Fidelity Life, and secretary, 
Charles E. Gaines, CLU, vice president, 
Great National Life. 

The Associate, or Junior, Section will 
be headed this year by Hilton H. Camp- 
bell, Republic National Life. Other offi- 
cers are: Vice chairman, Sam H. Weath- 
erford, III, State Reserve Life, now in 
military service; secretary, J. Raymond 
James, Southwestern Life, and assistant 
secretarv. Fred C. Cassel, Jr., Great 
Southern Life. 

Among the speakers addressing the 
Senior Section were: George B. Butler, 
Texas Life Insurance Commissioner, on 
problems involved in the writing of life 
insurance on military personnel; Everett 
G. Brown, vice president and actuary, 
Southwestern Life, on the proposed rein- 
surance pool for civilian war casualties 
. J. Hay, president of the Great Na- 
tional Life and past president of the 
American Life Convention, who reviewed 
highlights of the ALC’s recent meeting 
in Toronto; and Fred A. Replogle, Chi- 
cago, on management. 

The Agency Section received a series 
of reports which showed increasing ac- 
tivity in the state in the field of educa- 
tional training for both salesmen and 
agency executives. 

The Associate Section concerned itself 
principally with methods being followed 
In improving home office efficiency, with 
emphasis on the factor of sound human 
relations with employes. 


COMPLETE CONSOLIDATION 
Consolidation of the National Reserve 
Life of Topeka and Policyholders’ Na- 
tional Life of Sioux Falls, $i Ds: was 
completed recently. H. O. Chapman, 
Topeka, is president of the new firm. 
The company will continue to operate 
in states west of the Mississippi River. 
The merged company will retain the 
name of National Reserve. Regional 
home offices will be maintained in 
Topeka and in Sioux Falls. 


St. Louis Agency Manager 
For Bankers Life of Iowa 





D. PIERCE HALLER 


D. Pierce Haller Lag been appointed 
agency manager at St. Louis for Bank- 
ers Life of Des a, He succeeds 
Ray P. Tucker who has moved to Santa 
3arbara, California, to open a new 
agency for the company. 

Mr. Haller has been with the Connecti- 
cut Mutual Life in St. Louis. In his 
personal production he specialized in 
estate analysis and programming for 
professional people. 

A native of Chicago, Mr. Haller at- 
tended grammar and high school at 
Park Ridge and the University of Illi- 
nois. His first business connection was 
as an underwriter in the Chicago office 
of the Maryland Casualty. After five 
years.in that position he was assistant 
manager of the casualty department in 
the Chicago office of the Standard Acci- 
dent for two years. 

In 1942, he joined the Army as a pri- 
vate and was discharged as a first 
lieutenant after more than four years of 
service. Immediately after his discharge 
he joined the Connecticut Mutual. 

A member of local, state and national 
associations of life underwriters, Mr. 
Haller participates in civic and church 
activities. He is prominent in Community 
Chest activities and is secretary-treas- 
urer of the Missouri Social Hygiene As- 
soication, a Community Chest agency. 
He is a junior vestryman in St. Peter’s 
Episcopal Church at Ladue and execu- 
tive secretary of the Ambassadors Club 
of St. Louis. 


U. S. Life Fieldmen Honor 
President Rhodebeck 


General agents of the United States 
Life have begun a seven-week produc- 
tion effort to honor President Richard 
Rhodebeck’s “Double Anniversary” on 
November 19. On that date, Mr. Rhode- 
beck will celebrate his fourth anniver- 
sary as president of United States Life 
and his own birthday. 

During the drive, in which emphasis 
will be placed on writing as many lives 
as possible, all applications sent in from 
the field will go directly to Mr. Rhode- 
beck’s desk. Keynote slogan for the 
production effort is “Apps by the Peck 
for Rhodebeck!” 

The campaign was organized by a com- 
mittee of U. S. Life general agents 
headed by James F. McGrath, Jr., of the 
McGrath agency, New York City; Scott 
Brainard of the Brainard & Black 
agency, Honolulu, T. H.; Emanuel Dash of 
Dascit Underwriters, Inc., New York City; 
and Robert J. Keane of Keane & Warner, 
New York City. These field men got 
together with Robert W. Staton, U. S. 
Life’s superintendent of agencies, and 
wrote to all general agents requesting 
them to send in personal letters an- 
nouncing the production drive. In a 
brief ceremony, the many replies were 
presented to Mr. Rhodebeck. 








AGENCY MAN 


for field work with Life Company—emphasis on Accident and Health 
if you can qualify on these essentials: 

1. Thorough experience in selling and sales promotion. 

2. Enjoy meeting people and working with them. 

3. Free to travel 12 western states. 

This is an exceptional opportunity for the right man, age 30 to 50, 
to make his headquarters in a western city with ideal living condi- 
tions. Well known and respected Life Company showing solid annual 
growth. Write, giving full details and photo, to Box 2051, The Eastern 
Underwriter, 41 Maiden Lane, N. Y. 38. Prompt response is promised, 
meetings arranged with favorable applications 








New England Mutual Plans 
Sixth Underwriting Clinic 


The sixth in New England Mutual’s 
series of Regional Advanced Underwrit- 
ing Clinics on business insurance and 
pension trusts will be held in Philadel- 
phia on October 29 and 30. An intensive 
two-day work session, the clinic is in- 
tended to bring the latest developments 
and techniques in business insurance 
and pensions to busy fieldmen without 
seriously interrupting their schedules. 

More than 125 agents, selected from 
nine agencies in the Middle Atlantic 
area on the basis of their outstanding 
field records, will meet at the Bellevue 
Stratford Hotel in downtown Philadel- 
phia. 
The home office team conducting the 
sessions is composed of Homer C. 
Chaney, CLU, director of agepicies. Rob- 
ert J. Lawthers, director of benefits and 
estate planning; Doris Montgomery, 
CLU, attorney and manager, pension 
business department; William C. Gen- 
try, CLU, assistant director of agencies, 
and Merton E. Sayles, CLU, field super- 
visor. 

The series of clinics has been enthu- 
siastically received by over 500 under- 
writers in the areas surrounding Cleve- 
land, Kansas City, Savannah, New York 
and Chicago during the past year. 

Agencies represented at the meeting 
include those of Frederick A. Savage, 
Jr., Baltimore; William L. Wadsworth, 
Buffalo; William B. Wagner, Harris- 
burg; Ray C. Roberts, Parkersburg; 
Albert W. Moore and Caspar W. Haines, 
Philadelphia; John T. Shirley, Pitts- 
burgh; Clifford W. Beers, Rochester; 
George R. Vibbert, Syracuse, and J. 
Hicks Baldwin, Washington, D. C. 


Sept. Purchases Decrease 

Life insurance purchases in the United 
States in September showed a decrease 
of 21% from the volume in the corres- 
ponding month of last year, though 
they were 12% greater than in Septem- 
ber, 1949, it was reported by the Life 
Insurance Agency Management Associa- 
tion. The total in September was $1,- 
946,000,000 compared with $2,468,000,000 
in September of last year and_ $1,737,- 
000,000 in September, 1949. 

Purchases of Ordinary life insurance 
in September were $1,292,000,000 down 
11% from September a year ago. Indus- 
trial life insurance bought in September 
amounted to $449,000,000, an increase of 
9% over the corresponding month last 
year. New Group life insurance 
amounted to $205,000,000 in September, a 
decrease of 66% from September a year 
ago. These represent new groups set up 
and do not include additions under 
Group insurance contracts already in 
force. 

In the first nine months of the year 
total life insurance purchases were $20,- 
223,000,000, a decrease of 2% from the 
first nine months of 1950. Ordinary life 
insurance bought accounted for $12,948,- 
000,000, an increase of 2% over last year. 
Industrial life insurance purchases repre- 
sented $4,044,000,000 of this year’s nine- 
month total, negligible decrease from 
last year, while new Group life insur- 
ance amounted to $3,231,000,000, a de- 
cline of 18% from the first nine months 
of last year. 








INSURANCE 


COURSE 
Consecutive Term by the Pohs Method 


Starts Mon., Dec. 3, for 
Broker’s Examination on Mar. 19, 1952 


AMERICA’S LARGEST INSURANCE 
BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
INSURANCE 
132 Nassau =< 
New bay 7, Y. 
Near City Halt 
Tel. COrtlandt 7-7318 


HERBERT J. POHS, Founder-Director 
Approved by N. Y. State Dept. of 
Education and Department of Insurance 




















Menge Reliance Head 


(Continued from Page 5) 
and in 1951, first vice president. He is 
the author of a textbook on Life Insur- 
ance Mathematics, has written numerous 
scientific papers for the life insurance 
industry, and has been active in the 
American Life Convention, Life Insur- 
ance Association of America, and the 
Society of Actuaries. 

Actuarial Background 

Mr. Menge was born in Buffalo, N. Y., 
and is a graduate of the University of 
Michigan where he received his Ph.D. 
degree in 1931. He is a member of Phi 
Beta Kappa and a Fellow of the Society 
of Actuaries, and has served as a mem- 
ber of the joint committee for the prep- 
aration of CSO Mortality Tables, the 
joint committee of the. say pren an Insti- 
tute of Actuaries and t Actuarial So- 
ciety of America for the preparation of 
Industrial Mortality Tables, and a spe- 
cial committee for the Education and 
Training of Actuaries. A former presi- 
dent of the Home Office Life Under- 
writers Association, he is currently a 
member of that group’s executive council, 
is a member of the board of governors 
of the Society of Actuaries, and is presi- 
dent of the Indiana Association of Legal 
Reserve Life Insurance Companies. 

Mr. Rood was graduated from Oberlin 
College with a ps degree and later 
earned an M. degree in actuarial 
mathematics at 1e University of Michi- 

ean. He began his insurance career in 
the Actuarial Department of the Travel- 
ers for two years before joining Lincoln 
National in 1921. He served as a member 
of the Reinsurance Department and the 
Actuarial Department before becoming 
Actuary of the Ordinary Department. He 
was made second vice president in 1949. 
During the war, Mr. Rood was in the 
U Navy, attaining the rank of leu- 
tenant commander. He is a Fellow of 
the Society of Actuaries and has been a 
member of the joint committee on Pre 
mium Taxation of the Life Insurance 
Association of America and the American 
Life Convention. He also has served as 
secretary-treasurer of the Society of 
Actuaries since it was organized in 1949 
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Adds Chartered Life Underwriter 


Designation to Other Degrees 


Joseph J. Klepper, a CPCU, Also Has B.S. in Engineering and 


an LL.B.; Passed All Five CLU Parts in One Year; Member 


of New York State Bar; Business Insurance Specialist 


Joseph J. Klepper received the Char- 
tered Life Underwriter designation last 
week at a meeting of the New York 
Chapter, which adds to his other notable 
academic attainments, including the 
CPCU designation, a degree in engineer- 
ing and an LL.B. degree. 

Mr. Klepper, born in New Jersey, lived 
for awhile in upstate New York and 
during his early youth, located with his 
family in the Bronx. He graduated with 
honors from James Monroe High School 
and was captain of the mathematics team. 
He attended City College and was grad- 
uated with a B.S. degree in engineering 
in 1934. Following his graduation from 
City College, Mr. Klepper attended St. 
Lawrence University, which is now 
Brooklyn Law School, was admitted to 
the New York State Bar in 1939, and 
was a practicing attorney prior to his 
entry into the Army in 1942. During his 
period of service he was associated with 
various branches, including Inspector 
General, Adjutant General and before 
his discharge in January, 1946, with 
Judge Advocate. 

Later that same year he became asso- all 
ciated with Bernard Blumencranz Co., during the year 1950. 
Inc., as office manager. In two years’ 
time he became a member of the firm, 
being made vice president of the organi- 
zation’s general insurance business. In 


January, 1949, Mr. Klepper with Ber- 


JOSEPH J. KLEPPER 


Bergen Agency in Brooklyn, which 
the leading agency of the company. 





agents of the Mutual Trust Life 
His business was 
placed through Mutual Trust’s Bernard 


is 





TIRED OF COMMUTING? 
ASSISTANT MANAGER 


Life insurance. White Plains, West- 
chester County, fine old ordinary com- 
pany. Salary overite, bonus and com- 
mission. Excellent opportunity. Box 
2052, The Eastern Underwriter, 41 
Maiden Lane, New York 38, N. Y. 











AMA Brochure Describes 


Speakers Bureau Service 


A brochure describing the Speakers’ 
Bureau service of the Agency Manage- 
ment Association has been mailed to 
more than 500 colleges deans and place- 
ment officers. 

Attractive in format and offering an 
informative picture of how the Speakers’ 
Bureau works, the brochure was pre- 
pared by the relations with universities 
committee, sponsors of the program. It 
tells the four lectures which the life 
insurance executives are prepared to give 
to groups of students, explains how the 
colleges can obtain speakers, and quotes 
from educators’ letters recommending 
the service. 

The relations with universities com- 
mittee, headed by Clarence B. Metzger, 
CLU, second vice president, Equitable 
Society, began the Speakers’ Bureau 
two years ago and has brought the 
story of how life insurance works and 
what career opportunities it affords 
to dozens of colleges across 'the nation. 
Speakers are executive officers of their 
companies and appear for the institution 
of life insurance rather than for their 
individual companies. 





nard Blumencranz formed the life in- 
surance firm of Blumencranz & Klep- 
per. 

The CPCU designation was awarded 
to Mr. Klepper in 1949 and during that 
same year he passed all five parts of the 
CLU examination, and after successfully 
completing all the requirements, was 
awarded the designation last week. 


Business Insurance Specialists 


The firm of Blumencranz & Klepper 
specializes in business life insurance, ap- 
proximately 75% of the life insurance 
premiums coming from that source. Al- 
though Mr. Klepper is no longer in the 
practice of law, he is expert on the in- 
tricacies of buy and sell agreements, 
which knowledge has been of immeas- 
urable value in cooperating with attor- 
neys, accountants and trust men in the 
interest of his clients. 

Mr. Klepper is a resident of Laurel- 
ton, Long Island, where he lives with 
his wife and two children. He is a 
Mason, member of the Life Underwrit- 
ers Association of the City of New York. 
and Insurance Brokers Association of 
Greater New York. He is very active 
in the local CPCU Chapter, and is a ae 
member of the board of directors. He is 
also associated with local and national 
charitable organizations. 

Mr. Klepper’s associate, Bernard Blu- 
mencranz, was the leading producer of 








Names R. Hampton Davis 

Julius Straus & Sons, Richmond gen- 
eral insurance agency, announces the ap- 
pointment of R. Hampton Davis as man- 
ager of its life, accident and health in- 
surance department. Mr. Davis, a native 
of Wilmington, N. C., has been in the 
insurance business in Richmond since 
1944. He is a graduate of the Univer- 
sity of North Carolina. He is president 
of the Richmond chapter of Char- 
tered Life Underwriters. He is also a 
former vice president of the Life Mana- 
gers and General Agents Association, 
and a former director of the Life Un- 
derwriters Association. 





A WELL-BALANCED COMPANY 


improves performance 


From childhood’s earliest 


moments... balance is 


essential to progress. 


So, too, in a life insurance 


company, continuous 
achievement is aided by a favorable 
balance of past history, present 
progress, and future plans. 


Fidelity is a well-balanced 
company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 





— 


VUVVVVVVVVVVVVVVVVWVW 
Today's Tax Situation 


calls for the sale of deferred com- 
pensation plans. 

Our settlement options can be 
exercised by corporations for this 
purpose ad our retirement income 
endowments are tops. 


PETER B. FLEMING AGENCY 
Mutual Trust Life. Ins. Co. 


175 Main St. 30 Church &. 
White Plains, N. Y. New York 7, N. Y, 
WhHite Plains 8-5175 Digby 4-7797 
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With Columbus Mutual 


C. K. DEAN 


Columbus Mutual Life announces the 
appointment of C. K. Dean, CLU, 
regional agency director and 
home office representative for Southern 
California with headquarters in Los An- 


special 


geles. 

Mr. Dean, recently resigned his posi- 
tion as vice president and director of 
agencies of Great Northwestern Life of 
Spokane, Washington. 

Prior to location in Spokane, Mr. Dean 
was director of agencies in the south- 
western area for the Franklin Life at 
Dallas. He was at one time executive 
vice president for the Rushmore Mutual 
Life of South Dakota. He was for 10 
years general agent for the Bankers Life 
of Nebraska at Wichita. 


Hi W. Moore Dies 


Hi W. Moore, manager of the St. Paul, 
agency of Mutual Life of New York 
from 1937 to 1949, died on October 15. 
Mr. Moore, 57 years old, is survived by 
his wife, Katharine, a daughter and two 
sons. He joined the Mutuai Life as a 
field underwriter in 1924 and served as 
manager in Topeka, Kans., from 1929 to 
1937, when he was transferred to St. 
Paul. He resigned from the latter post 
in 1949 for reasons of health, but kept 
up his interest in field work as a con- 
sultant on estate analysis and pension 
plans. 


Sidney V. Badger Appointed 
Sidney V. Badger of Menlo park, Cal., 
has been appointed general agent for 
San Mateo County and vicinity for Se- 
curity Life and Accident of Denver, ac- 
cording to an announcement by W. Lee 
Baldwin, president. Mr. Badger, who is 
prominently known in his community, 
was graduated from the University of 
California in 1946, receiving his degree in 
3usiness Administration. 
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40 Years in Pacific Mutual 





LESEIE J. ‘COOPER 


Forty years of service with Pacific 
Mutual Life were marked recently by 
Leslie J. Cooper, associate actuary and 
tax counselor, who joined the company’s 
clerical staff in 1911 and later worked 
in nearly all departments. Appointed as- 
sistant actuary in 1924, he was made as- 
sociate actuary twelve years later and 
in 1943 became also tax counselor. Grad- 
uate of University of Southern Califor- 
nia, he is a charter member of the Ac- 
tuarial Club of the Pacific States of 
which he is also a past president and of 
the Los Angeles Actuarial Club. He 
serves on the Life Insurance Committee 
of the Los Angeles Chamber of Com- 


merce. 


Fidelity Mutual Seminar 

Fidelity Mutual has concluded a five- 
day seminar for new agents. All meet- 
ings were held at the head office in 
Philadelphia. There were fifteen in at- 
tendance—from eleven general agencies. 
Invitations were on the basis of length 
of service, amount of business and pro- 
duction trend—subject to the recom- 
mendation and sponsorship of the gen- 
eral agent. 

It is the purpose of these head office 
seminars to bring new agents into closer 
acquaintanceship with the company, its 
operations and practices, to help them 
become more effective underwriters and 
to assist them to a higher concept ot 
the profession of life underwriting. 

Several company officers and depart- 
ment heads participated, each discussing 
the work of his department in its rela- 
tion to the field. Discussions included 
quality business, work habits, sales pro- 
motion material, the company’s lead 
service and estate programming. 


Appointed by Franklin 

Granville H. deRoode has been ap- 
pointed agency manager in the Miami, 
Florida, area for the Franklin Life of 
Springfield, Ill. He was formerly as- 
sistant director of Life Insurance Mar- 
keting Institute at Purdue University. 

A graduate of the University of Ken- 
tucky in 1942, Mr. deRoode entered mili- 
tary service immediately and participated 
in the D-Day Normandy invasion. He 
was released with the rank of captain 
in 1945 and entered the insurance field 
with Union Central Life. He was subse- 
quently associated with the Common- 
wealth Life as agent and unit manager, 
and in June of 1949 was named home 
office supervisor of the Liberty Life. 
He became assistant director of Life 
Insurance Marketing at Purdue in 1950. 
In his association with the Franklin 
Life, Mr. deRoode will devote his time 
to agency development in the Miami 
area. 


Franklin Life Appoints 
H. T. Hammond Gen. Agt. 


Henry T. Hammond, Williamson, W. 
Va., has been named general agent in 
southwestern West Virginia for Frank- 
lin Life of Springfield, Ill. Mr. Ham- 
mond entered the life insurance business 
in 1934 with the Prudential. Late in 
1943 he joined Pacific Mutual and during 
his first six months with them qualified 


as a Big Tree Top Star. He served 


two years with the Marine Corps. 

_ In November, 1945, Mr. Hammond re- 
joined Pacific Mutual. During the 1947 
club year, he won the foremost honor 
offered by the company, with production 
of almost $2,500,000 for the year. He 
was national production champion and 
president of the Big Tree club. He has 
been producing at the rate of at least 
$1,000,000 per year since then. 

In his association with the Franklin, 
Mr. Hammond will combine personal 
production with agency organization in 
southwestern West Virginia. 


McAndless on Part-Time Agt. 


In a talk before Indianapolis General 
Agents and Managers Association re- 
cently A. J. McAndless, president, Lin- 
coln Nationa] Life, said in part: 

“We should not make the agents’ qual- 
ification law so restrictive that it elimi- 
nates the part-time agent. We should 
remember that in some rural and small 
town areas his service is the only pro- 
duction service we offer to those in 
need of life insurance in such areas.” 










Sale-Making News 


No ONE has to tell the housewife what 
the high cost of living has done to her 
budget. She knows — better than anyone else. 


No one has to tell the family man what 
this means to his life insurance. He knows 
—better than anyone else—that, at today’s 
prices, the insurance he now owns will no 
longer buy what his family needs. He also 
knows that when it takes more money for 
groceries, it leaves less for new life insurance. 
What he doesn’t know is how little it costs to 
bring his insurance program up to today’s par 
with Occidental’s Income Protection policy. 


Big sales are made telling him this good news. 


x 
yp Bee Life 


INSURANCE COMPANY OF CALIFORNIA 


W. B. STANNARD, Vice President 


aad 





CAST AS LONG AS YOU D0” 
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LAA Annual Meeting at 
Williamsburg, Oct. 27-31 


D. W. TIBBOTT GEN’L CHAIRMAN 


Large Display of Exhibits To Be High- 
lighted; Forum on Advertising 
Media A Feature 





The annual meeting of the Life Insur- 
ance Advertisers Association to be held 
at Williamsburg, Va., October 27-31, is 
expected to be one of the association’s 


most successful. The membership is now 


over 400 from over 200 companies in the 
United 
whom will 

General Cl 


States and Canada, many of 
attend with their wives. 
hairman David W. Tibbott, 
and Mutual, has announced 
is Adams, president, Ohio State 
open the business session with 
and a Challenge,” fol- 
lowed by Grafton B. Perkins, New Eng- 
land Mutual on Monday, October 29, ad- 
vertising consultant, with “An Old Soap 
Man Looks at Life Insurance Adver- 
tising.” 





Life, wil : 
“An Opportunity 


Forum on Advertising Media 


Forums have been popular LAA fea- 
tures, and this year’s on advertising me- 
dia is expected to be one of the most 


interesting sessions of the meeting. 


Magazines will be handled by John M. 
kK. Abbott, New York Life; newspapers 
by Edward F. Baumer, Prudential; radio 
by H. A. Richmond, Metropolitan Life; 
and outdoor by William A. Neville, 
Great-West Life. Robert B. Taylor, 
CLU, Jefferson Standard Life, will pre- 
side at the opening lunch as LAA presi- 
dent, while a welcome will be given by 
Edward Henley, president, Life of Vir- 
ginia. 
H. Dixon Trueblood, Occidental of Cz 


rnia, will preside the first iaehabe, 


ek will open with “Pitching a Curve 
to the Ladies,” by Bernice Fitz-Gibbon, 
advertising and publicity director, Gim- 
bel’s. ‘Let’s Not be Kind to Copy” 
will introduce John Earl Davis, editor of 
Shell Progress. President Taylor will 
present his annual report and call for the 
electic of officers followi ing announce- 
ment ‘of awards for the 16 classes of 
exhibits. Edmund Harding, noted after- 





dinner speaker will top off the evening 
banquet 

Tuesday's business will be confined to 
the morning, with Charles R. Corcoran, 
Equitable L presiding, and will be 
both technical and practical. “Helping 
the Agent Sell,” will be the topic of 
Zimmerman, CLU, managing 
fe Insurance Agency > pe 
ation. Albert R. Jaqua, 
director, Institute of Insurance 
Southern Methodis t Univer- 
sity, will ask and answer the question 
“Ever Read a Sears Roebuck Catalog ?” 
A Colur nbus research consultant, 


] 





Charles J 
. rector, Life 
gement Associ 


Robert 

















at will ask his audience to choose 
between ‘ ‘Words for me tuaries or Public 
School peg H. G . Kenagy, Mutual 
Benefit Life, will gui ‘de a panel on public 
relations composed of Donal d F. Barnes, 
Institute of Life Insurance; D. Theodore 
Kelly, Manhattan Life Jack R. Morris, 
Business Men's Assurance; and Al B. 
Richardson, Life of Georgi 

John L rs, So cten Life, will 
preside at final business session 
Wednesday morning, when Edward W. 
Barrett, assistant secretary of state, will 
talk on “Telling America’s Story to the 
World.” “John Fisher Reports” will pre- 
sent Canada’s ace radio commentator, 
taking time out from the tour of Prin- 
cess Elizabet! and the Duke of Edin- 
burgh. “Looking at the World Picture” 
will be presented by Philip L. Graham, 
I ] The Washington Post. The 





will adjourn following installa- 


officers. 


tion of 
One of the highlig 


hts of LAA’s 


Annual 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








Meeting is the large display of exhibits, 
arranged by a committee headed by 
Frederick J. Kiefner, Provident Mutual 
Life. These cover 16 classifications, and 
each company may put one entry in 
three classes. Companies fall into three 
groups, according to size. The degree of 
competition is indicated by over 200 en- 
tries this year. The 16 classes of ex- 
hibits are: material to motivate agents; 
sales aids; prestige and good-will build- 
ers; recruiting material; direct mail; 
wall calendars; greeting cards; annual 
reports, premium notice enclosures; pol- 
icyholder material; brokerage material; 
company mag azines or newspapers for 
agents; employe relations; national mag- 
azine advertising; newspaper advertis- 


ing; insurance journal advertising; and 
public relations. 
Judges 
While there are 16 classifications, the 
judging falls into nine fields. These 
fields and the judges who handle them 
are: 


Layout—William Jepson, art director, 
Gray & Rogers, and Howard F. Henry, 
associate art director, N. W. Ayer & 
Son, Inc. 

Public relations—G. A. Duff, director 
of public relations, Scott Paper Co., and 
Franklyn Waltman, director of public 
relations, Sun Oil Co. 
_Art—Edward W. Warwick, 
N. W. Ayer & Son, Inc., and 
Maconachy, art director, 
Litho. Manufacturing Co. 

Typography—Robert Donald, typogra- 


art buyer, 
Henry D. 
Ketterlinus 


pher, a apc Service, Inc., and 
Benjamin: F. Collins, art director, 3eck 
Engraving Co. 

Direct iis Lawrence L. Roney, vice 
president, Franklin Printing Co., and 
Earle A. Buckley, president, the Earle 
\. Buckley Organization. 

Agents—Stephen D. Green, Jr., CLU, 
Provident Mutual Life, immediate past 


president, Philadelphia Association of 
Life Underwriters, and Charles H. Smith, 
CLU, Penn Mutual Life, immediate past 
president, Philadelphia CLU chapter. 
General agents—Edward L. Reilly, 
CLU, general agent, Mutual Benefit L ife, 
and Albert C. Adams, general agent, 
John Hancock. . 
Copy—Herman S. Thoenebe, vice pres- 


ident, John Falkner Arndt & Co., Inc., 

and W. Carrol Stevenson, copy director, 

Walter S Chittick Co. f 
Public—H. Wray Crane, sales man- 


ager, Peerless Steel Equipment Co., and 
Franklin H. Price, librarian, Free Li- 
brary of Phil: :delphiz * 





SOUTHWESTERN CHANGE 

Dallas—Douglas M. Ibbott, who has 
been a member of the home office staft 
of the Southwestern Life since 1940, has 
been advanced to chief underwriter to 
succeed Colin E. McRae, who recently 
joined the Republic National Life as as- 
sistant secretary and chief underwriter. 








LIFE INSURANCE 
PURCHASED ON 


R E E WA L EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. BOwling Green 9-0109 














ACTUARIAL SUPERVISOR—wale: Should have 
experience in Employe Benefit Plans (particularly pension plans). Give all personal data and ° 
Box 2048, The Eastern Underwriter, , 


For large Eastern pension consultant. 


e salary expected in first letter. Replies kept confidential. 
41 Maiden Lane, New York 38, N. Y. 





Honor Harold Regenstein at Luncheon 


L. to R.: P. A. Peyser, Harold L. Regenstein, Vincent W. Edmondson and 
H. O. Seale, Jr. 


unable to attend the 


Harold L. Regenstein, Peyser Agency, Regenstein was 
New York, the Manhattan Life, was company’s 10Ist Anniversary Agency 
guest of honor at a recent luncheon Conference in late August to accept the 


awards there. 
Guests at the luncheon included Fran- 


held in the Crystal Room, Hotel Plaza. 
General Agent P. A. Peyser acted as 


host. ces Lieberman, secretary, Pension Serv- 

Highspot of the affair was the presen- 1, Inc. Leon Sicular, assistant secre- 
tation to Mr. Regenstein of three Man- tary; Peter A. Peyser, associate general 
hattan Club awards for the 1950-51 club agent, son of General Agent Peyser; 
year by Vincent W. Edmondson, home Mrs. P. A. Peyser, agency assistant, 
office vice president. Jecause of an Peyser Agency, and from the Manhattan 


Mr.  Life’s home office: Elder A. Porter, vice 
president and chief actuary: Vincent 
W. Edmondson, vice president; H;. ®: 


out-of-town speaking engagement, 
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are Pacific Mutual’s complete personal protection plans. 
One reason—ACCIDENT & SICKNESS DISABILITY INCOME stirs 


the professional pride of the career agent. 


LIFE INSURANCE COMPANY 
HOME OFFICE=LOS ANGELES, CALIF. 
Doing business through General Agencies 
in 40 states and the District of Columbia 


Seale, Jr., director of agencies and Wen- 
dell Buck, assistant to the president. 


COMPLETE CLU EXAMS 

The American College of Life Under- 
writers has announced that three North- 
western National Life fieldmen who took 
CLU exams in June have completed the 
entire series of the five-part examina- 
tion. The successful candidates are 
Frank H. Markley of the southeastern 
Iowa agency, Walter C. Weaver, A. W. 
Crary agency, and W. G. Henry of the 
Texas State agency. 

The only factor that now stands be- 
tween these three men and the CLU 
degree is a review of their experience 
records by the registration board of the 
American College to determine their 
eligibility for the degree. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 | 
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C. B. Metzger Newark CLU Speaker 


At a luncheon meeting of the Newark 
Chapter of Chartered Life Underwriters, 
presided over by Mildred Stone, CLU, 
director of policy owners services of 
Mutual Benefit Life, diplomas were 
awarded to ten successful candidates who 
recently passed tho course of studies 
prescribed by the American College of 
Life Underwriters for the attainment of 
the degree of CLU. Clarence B. Metz- 
ger, CLU, second vice president, Equi- 
table Life Assurance Society, and a 
trustee of the American College of Life 
Underwriters, officiated at the exercises 
and administered the charge which em- 
phasizes the high responsibility which is 
attached to the earning of the CLU de- 


gree. 
After an introduction by J. Fred 
Speer, CLU, chairman of the program 


committee, ‘Mr. Metzger urged newly 
initiated holders of the CLU certificates 
to be “Doers of the word,” by effec- 
tively carrying out their convictions as 
to the value of the CLU movement. He 
cited the close correlation between the 
attainment of the CLU designation and 
the successful life insurance underwriter 
as shown by the percentage of members 
of the Million Dollar Round Table, an 
organization attainable only by produc- 
ing one million dollars of paid for life 
insurance within a year, who also hold 
the title of CLU. 

In praising the high caliber of the 
work done by the Newark Chapter of 
the CLU in educational work, he 
pointed out that further missionary work 
must be done. He stressed, for example, 
the tremendous importance of contacts 
with colleges and universities to indicate 
the vital roll that life insurance men play 
in the economy and financial security 
of the nation. He told of the work of 
the committee of the Life Insurance 
Agency Management Association on re- 
lations with colleges and universities in 
developing a fellowship program under 
which the teachers of life insurance in 
American colleges could visit home 
offices of life insurance companies dur- 
ing the summer vacation time in order 
to study the operations of the life in- 
surance business, thus providing them- 
selves with the ‘background to become 
more understanding instructors with re- 
spect to life insurance subjects. Mr. 
Metzger briefly explained that a future 
objective has also been planned by this 
committee to develop a course in in- 
surance from the point of view of the 
consumer, this to be done in coopera- 
tion with the American Association of 
University Teachers of Insurance. He 
described how Chartered Life Under- 
writers can help in advancing this pro- 
gram both by exple 1ining to university 
authorities the importance of this type 
of education and volunteering their serv- 
ices as instructors. 

Guests of honor of the Newark Chap- 
ter of Chartered Life Underwriters were 
Philip H. Gillis, president, Life Underwrit- 
ers Association of Northern New Jersey; 
Preston Root, CLU, president, State As- 
sociation of Life Underwriters; Samuel 
J. Foosaner of Essex County ‘Bar As- 





Lincoln National Makes 
Group Life Appointments 


Lincoln National Life has appointed 
Charles T. Hellmuth assistant Group 
sales manager to assist the field force in 
large Group cases and in recruiting and 
training of Group fieldmen. He joined 
the company in July, 1950 after being 
with the Wyatt Co., Washington, D. C. 
employe benefit consultants. He is a 
graduate of Notre Dame, Magna Cum 
Laude. 

Lincoln National also has appointed 
Keith Gilchrist regional Group manager 
at Dallas and Samuel M. Sharp regional 
Group manager at Omaha. Mr. Gilchrist 
Is a graduate of Northwestern University 
and Mr. Sharp of Indiana University. 





sociation; William R. Beardslee, CLU, 
president, General Agents and Managers 
Association of Newark; Kenneth W. 
MacWhinney, Jr., president, Life Super- 
visors Association; J. Wallis 
president, Trust Council of Newark; 
Louis L. Siegel, president, New Jersey 
State Society of Certified Public Ac- 
countants, John Leddy, representing the 
Chartered Property and Casualty Under- 
writers. 


Scanlon, 


HEADS PITTSBURGH DISTRICT 

Appointment of William J. Shea, as 
head of The Prudential’s Pittsburgh dis- 
trict office No. 4, has been announced. 
Mr. Shea succeeds Roland E. Bunting 
who has transferred to the company’s 
Oil City district office. 

With Prudential since 1936, Mr. Shea 
held field sales and sales supervisory 
positions in Illinois until 1948 when he 
joined the company’s home office staff as 
a service representative. For the past 
three months he has been acting as dis- 
trict manager of the company’s Gales- 
burg, Ill. district. 


LIAA Memorials to 
G. A. White and J. E. Jeffery 


The board of directors of Life Insur- 


ance Association of America, at its regu- 


lar meeting on October 19, adopted 


memorial resolutions to George Avery 
White, late president of State Mutual 
Life of Worcester, Mass., and J. Edgar 


Jeffery, late chairman of the board of 


London Life of London, Ontario, Canada. 








Cc. S. BUCHANAN “% F. COLLAR 
New Hampshire Tulsa 








Xe J. WOODWARD 
“Los Angeles 





H. C. TODD 
Chicago Central 
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F. J. CONNOR £. 
Oklahoma City 


2I 


E. CRANDALL 


Providence 


MANAGERS 


from our own ranks! 


AT THE COMPANY'S 100th ANNIVERSARY MEETING, 
TWENTY-ONE PHOENIX MUTUAL REPRESENTATIVES 
RECEIVED MANAGEMENT PROMOTIONS. NINETEEN 
WERE NEWLY APPOINTED MANAGERS. TWO 
RECEIVED ADVANCEMENTS TO LARGER AGENCIES. 


TWENTY-ONE who have never served in any other life 





Cc. A. ELVERUM 


Watertown Fr 


R. W. FERGUSON 
Wayne 





C. E. GOODFELLOW 
Atlanta 





W. A. HUNT 
Cleveland 


insurance company than Phoenix Mutual. 





H. E. TAYLOR 
Oakland 





P. P. STEWART 
San Francisco 


TWENTY-ONE who have had several years of sales ex- 
perience in Phoenix Mutual. 


TWENTY-ONE who have had years of management 
training before appointment. 


TWENTY-ONE men promoted from our own ranks, 


TWENTY-ONE years have elapsed since Phoenix Mutual 
has appointed any man to a position of responsibility 
in our sales organization — except from our own 
ranks. 


PHOENIX MUTUAL 
LIFE INSURANCE COMPANY 


of Hartford, Connecticut 








B. W. RANDLE 
Dallas 


D. R. SCHIED 
Indianapolis 





L. M. B. MORRISSEY 
Davenport 


B. S. LYON 


Tennessee 


Detroit 





J. E. LUPIEN 





WARREN INGALLS 


Baltimore 





G. H. JENNINGS 


Interstate 








E. W. LAKIN 
Charlotte 


G. R. LARSON 
Hollvwood 
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Youngstown General Agent 
For Lincoln National Life 





CALVIN L. RASEY 


Lincoln National Life has appointed 
Calvin L. Rasey general agent in 
Youngstown to represent the company 
in five counties, Columbiana, Mehoning 
and Trumball in Ohio and Mercer and 
Lawrence in Pennsylvania. Mr. Rasey 
comes from Newcastle, Pa., where he 
was a leading producer for his former 
company. In life insurance more than ten 
years, he has been president of the 
Newcastle Life Underwriters Association, 
member of the board of the Pittsburgh 
Association, chairman of the Western 
Pennsylvania Heart Association and 
member of the Optimist Club. 


Rosenbaum to Retire; Kail 


To Head Cleveland Agency 


Sidney B. Rosenbaum, of the Rosen- 
baum & Kail agency of Connecticut 
Mutual Life in Cleveland, will retire as 
general agent on November 1 and the 
agency will be under the direction of 
Harry H. Kail who began his life insur- 
ance career with that agency in 1931. He 
was made a partner in 1946. 

Mr. Rosenbaum first became 
ated with Connecticut Mutual as an 
agent in 1913, ten years later becoming 
a general agent. He has represented the 
company for 38 years. 


associ- 


Pacific Mutual Employe 
Publication Wins Award 


Home Office News, employe publica- 
tion of Pacific Mutual Life, has won 
top award for all-round excellence in a 
contest conducted by the Southern Cali- 
fornia Industrial Editors Association. 
The competing entries embraced newspa- 
pers and magazines produced by mimeo- 
eraph, multilith and similar processes 
by firms throughout Southern Califor- 
nia over the past eighteen months. 

In addition to the top recognition, the 
independent board of judges (all out- 
standing figures in various fields of pub- 
lication production) voted the Pacific 
Mutual periodical five first and six sec- 
cond prizes for achievement on specific 
points of production, including best story 
on company operations, best human in- 
terest story, best sports or recreation 
story, best sports photograph and best 
cartoon. The awards were presented in 
Los Angeles. 

Edited by Helen Olson, Pacific Mutual’s 
Home Office News is entirely an internal 
production, with all art work, photog- 
raphy, composition and make-up, as well 
as all news gathering and copy writing, 
handled by members of the employe staff 
as an extra-curricular responsibility. 


Detroit General Agent 

James H. Moorcroft has been named 
general agent in Detroit for Midland 
Mutual Life. Mr. Moorcroft became as- 
sociated with the company in 1930 and 
has consistently been among its leaders. 
Currently he is a member of the com- 
pany’s President Club which is com- 
posed of leading producers and holds the 
National Quality Award which is 
awarded by the National Association of 
Life Underwriters. Louis H. Guenther 
will be associated with Mr. Moorcroft 
as agency supervisor. 


National Life Council 
Meeting at Montpelier 


Montpelier— The Agents Executive 
Council, an organization of the 15 top 
agents of National Life of Vermont, held 
its fourth annual meeting at the home 
office October 22, 23 and 24. At a din- 
ner to welcome the members and their 
wives, President Deane Davis and 
Agency Vice President C. V. Shepherd 
outlined plans to strengthen still further 
the National Life’s position among lead- 
ing life companies in the country. 

Superintendent of Agencies Karl G. 
Gumm was toastmaster and he presented 
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success overnight ! 
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A salesman’s life 
was a hard one then! 





jw called them “drummers,” because they attracted trade 
by beating the drum on street corners. Those were tough 
days for “salesmen,” because “Salesmanship” consisted of 
| __ persuading people to buy things they didn’t want or need. 
_ Resistance to <5, waned was 

| But when salesmen became business men, and started help- 
ing folks to plan their purchases intelligently...then America’s 
standard of living soared, and selling became a respected and 
profitable calling. No vocation has contributed more to 
America’s prosperity and growth! 


SELLS SUCCESS 


The Mutual Benefit Life man’s a salesman, too, and proud of 
it. He sells the best products in the world: financial success 
and freedom from financial worry...on the installment plan. 
Armed with his ANALAGRAPH, he offers a thorough-going, 
tailor-made plan to fit the special needs of any individual in 


; To salesmen of other lines, the Mutual Benefit Life man 
_ offers sound financial advice to make the future secure. In 
addition, he can show intelligent, alert salesmen how it is 
possible, with the ANALAGRAPH, to actually achieve financial 


BRINGS SUCCESS 


Because his counsel brings contentment and happiness to 
many, the work of the Mutual Benefit Life man is deeply 
satislying. His products are the envy of all other salesmen, 
and the easiest in the world to sell: security and success! 
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a handsomely engraved plaque to each 
member of the AEC. The plaques were 
awarded to the following: C. S, Douglas 
Binghamton, N. Y.; Walter Brynn, 
Springfield, Mass.; Francis T. Fenn, Jr, 
CLU, Hartford, Conn.; Neil C. Crooas 
quist and Ray H. Sponberg, Minneapo- 
lis; E. Price Ripley, CLU, Roanoke 
Va.; John T. Wolf, Los Angeles; George 
S. Hamilton, Baltimore; Richard N 
Craig, CLU, Kansas City; Karl Hf 
Schmidt, CLU, Cleveland; Elliot 1 
Haas, CLU, A. A. Simonton, George 
H. McWhirter, CLU, L. C. Hall, and J 
D. Fluker, all of Atlanta. as 

The first two days were devoted to a 
clinic on “Business Insurance and Estate 
Planning,” conducted by Robert R 
Girk, an Indianapolis lawyer and for 
many years a lecturer at Purdue Univer- 
sity on the subjects of business insurance 
and taxation. On the third day the mem- 
bers held round table discussions with 
company officers. 


N. Y. Ass'n Meeting 


(Continued from Page 1) 
before they are old enough to take over 
their own support, and before thought is 
given to the clothing thev wear or the 
shelter under which they live. At one 
dollar a meal, perhavs none too much at 
today’s food costs, that is $28,000. Even 
if they can be fed for fiftv cents a meal 
the figure comes out at $14,000—a mini- 
mum figure to pay the grocery bill, and 
the grocery bill alone, until the young- 
sters are grown. 

As an argument for meeting the im- 
pact of inflation on the needs for life 
insurance, the speaker offered this sug- 
gestion: “Mr. Prospect, I don’t know 
much about inflation, but I do know that 
its practical result is to make everything 
cost more, and therefore, it will cost 
more dollars to feed and clothe and 
shelter your family for any given period 
of time in event of your death in 1951 
than would have been the case if you 
did in 1941, for example. Let’s make a 
serious attempt to measure how many 
dollars thev will need, and then let’s 
worry about the adequacy of the dollars 
before we worry about their value. I 
don’t know where inflation is going, but 
IT know where your earning power is go- 
ing. It is either going to wear out with 
the running of time, or be abruptly ter- 
minated sooner bv death. In either case, 
somebody is going to need a lot of 
money—you, if you live to see your earn- 
ing power worn out, or vour family if 
you don’t. At today’s prices, you and 
they are going to need an awful lot of 
dollars. 

“If vou own your home, you undoubt- 
edly have about twice as much fire in- 
surance on that home as vou had ten 
years ago. Why? Because the house is 
worth more? Not in the true sense of 
the word ‘worth’ but only in relation 
to dollars. You have twice as much fire 
insurance on it as vou did have because 
it will cost twice as many doliars to 
replace the home if it burns down. And 
by the same token, it will cost twice as 
many dollars to replace your earning 
power if vou burn down—meaning it will 
cost twice as many dollars to provide 
vour family any given standard of living, 
if your earning power is destroyed by 
death. 

“The time to buy something is when 
it is cheap, and right now dollars are 
awfully cheap, so right now is a good 
time to buy lots and lots and lots of 
dollars. You say you fear that dollars 
will be cheaper vet? That is a possi- 
bility of course—but life insurance dol- 
lars will never be cheaper for you, be- 
cause their price goes up every day with 
advancing age. So, Mr. Prospect, dol- 
lars are cheap in general, and life in- 
surance dollars are cheaper for you now 
than they ever will be again. Isn’t this 
a good time to buy lots of those dol- 
lars? 

“Mr. Prospect, lots of men are telling 
me today that it seems just good judg- 
ment to buy dollars at their all-time low 
instead of stocks at their all-time high. 
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Mounting Real Estate 
Holdings Raise Doubts 


1S OPINION OF ASA V. CALL 


Pacific Mutual President See Govern- 
ment Guarantee of Mortgage 
Loans as Unhealthy 


Reliance by mortgage lending agen- 
cies on and GI guarantees has 
taken this country farther down the 
road to socialism and socialized credit 
than is realized, Asa V. Call, president of 
Pacific Mutual Life, told the California 
Real Estate Association in Los Angeles, 
last week. Politics has replaced eco- 
nomics, welfare comes before security, 
low interest rates, little or no down pay- 
ments, extended terms for loans have in- 
creased building costs and stimulated de- 
mand regardless of those costs while 
government control of interest rates has 
forced life insurance companies into in- 
vestments of this type, he said. 


View Growing Real Estate Investment 


With Some Doubt 


Increase in real estate loans during 
the past few years has been the great- 
est in history yet many insurance com- 
pany investment officers view the situa- 
tion with some doubt, said Mr. Call. 

Total mortgage debt in the United 
States increased 50% from 1947 to 1950. 
It was approximately 45 billion dollars in 
1947 and almost 67 billion dollars in 
1950. Ten billion dollars of that expan- 
sion took place last year, 1950, and it 
was almost twice the amount of increase 
of the preceding year, 1949. 

At the same time, in that three-year 
period between 1947 and 1950, the mort- 
gage investments of the life insurance 
companies increased from around 8% bil- 
lion dollars to more than 16 billion do!- 
lars, a much more rapid percentage of 
increase than for the lending industry 
as a whole. Of the 10 billion increase 
in 1950 in total real estate mortgages, 
more than 3 billion was provided by life 
insurance funds. In 1947 the insurance 
companies were responsible for less than 
17% of the mortgage money. In 1950 the 
percentage had increased to more than 
25%, and now it is nearer 27%. 

“Since mortgage financing plays a 
major part in so many real estate trans- 
actions,” said Mr. Call, “I am sure that 
you will see from these quick compar- 
isons that life insurance mortgage in- 
vestments are an increasingly important 
factor in the real estate business. You 
might think that the life insurance com- 
panies were quite happy to be expanding 
their businesses to such a great extent. 
Of course, we are interested in making 
profitable investments, and sound mort- 
gage loans and of course we are also 
vitally interested in communities in 
which we operate and in the health and 
welfare of the citizens of those commu- 
nities. We are interested in making it as 
easy as possible for American families 
to acquire good homes and to raise their 
standards of living. And yet, we do not 
view our growing investment in the real 
estate mortgage field with complete ease 
of mind. It is not without its dangers 
to the nation’s economy, and we are 
aware of those dangers. Many of us 
are concerned about that increase. In 
fact, many of us in the life insurance 
business have resisted it and have turned 
down opportunities to expand it still fur- 
ther. We have actually been forced into 
that expansion in spite of ourselves. 

“To me there is no question but that 
the vast majority of these newer mort- 
gage loans have contributed to an infla- 
tionary spiral which ultimately can have 
disastrous consequences. As you know, 
many mortgage loans have been made on 
a basis of 100% of value and even more. 
Billions have been made on a 90% or 
95% basis, much of this is not sound 
financing, and in my opinion it cannot be 
beneficial to the nation or to the borrow- 
ers over the long term. For those loans, 
for sums in excess of sound business 
judgment, are not really being made on 
real estate at all. They are being made 
on the strength of government security 
and government promises. The lending 
agency has government _ protection 
against losses. There is no incentive to 


Conn. Mutual Agencies in 


Chicago Will Consolidate 


Robert E. Florian, CLU, general agent 
for Connecticut Mutual Life at 208 South 
LaSalle Street, Chicago, will consolidate 
his agency with the one formerly oper- 
ated by J. Milton Edelstein who has 
resigned to conduct his own insurance 
business. Mr. Florian will move his quar- 
ters on October 30, to the offices at Suite 
320, 39 South LaSalle Street, which have 
been occupied by Mr. Edelstein. 

Widely experienced in managerial and 
field work, Mr. Florian first entered the 
life insurance business in 1935 as an 
agent for Penn Mutual and soon ad- 
vanced to assistant general agent. He 
was also with the Aetna as assistant 
general agent and general agent. He 
has been general agent for the Connecti- 
cut Mutual since last June. 

The company has two other general 
agencies at Chicago. 





use the rules of common sense or com- 
mon caution in making these invest- 
ments. The fellow who makes the down 
payment is the only one, except for the 
taxpayer, who takes any risk. If the 
real estate owner can promote a 100% 
or a 105% loan he not only takes no 
gamble himself but he actually makes 
money on the deal before the concrete 
is dry. The taxpayer is left out on 
the end of the limb all alone.” 





60 East 42nd Street 





LIFE INSURANCE 
ACCIDENT & HEALTH 
HOSPITALIZATION 


General Agent’s contract available to man with ability to organize 
agency and produce a volume of business 
Manhattan — Long Island 
Write: PETER E. TUMBLETY 


First Vice President 
EMPIRE STATE MUTUAL LIFE INSURANCE CO. 
MU 2-5950 


47, 
“4 
<p 


New York City 








CONN. MUTUAL ANNIVERSARIES 

Three Connecticut Mutual general 
agents observed anniversaries with the 
company this month. Alpheus J. Gillette, 
general agent at San Diego, completed 
15 years; Francis P. Beiriger, general 
agent at Rockford, 20 years, and Joseph 
A. Diefenbach, general agent at St. Paul, 
15 years. 
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POSTAL’S 


New Advertising Campaign is Underway! 


“Thank Heaven, 
Dad could take it!” 


“Dad wasn't the only one tw get a presenta- 
ton watch Last might a 
jozen » 


There were halt 





with every one chat sad your days of use- 

fulness here are over 

“Le’s cough starting out co look for a job ua 
¢ hut 60 of 65, even 


to get his—eyes just sparkling and a big smile 
on bis fac. Kaow why? His Postal Lite 
Retirement Income starts next week—$200 
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POSTAL LIFE INSURANCE COMPANY 


AGENTS MAME AND ADORESS HERE 




















feels the ad was meant for him. 


vidualized service—in his own community. 


in New York or Connecticut. 








Postal Life’s 46 years of life insurance advertising experience are behind 
these ads. Notice how they help our fieldmen— 
© Personalized: the reader is personally 
int ted i his own need... 


© Coupon: reader knows he can get indi- 


He can act on his impulse to solve his needs. 
© Self-referred leads: General Agent's 
name and address is on each coupon. 
With this kind of Home Office cooperation, aggressive producers naturally 
think of Postal Life when they want to establish their own General Agencies 


For details, write 
Roy A. Foan 
Vice President and Director of Agencies. 


leads go directly to him. People see and 
admire his ad. 


@ Popular appeals: retirement, mo , 
and juvenile-needs which Postal life's 
policies are especially well-suited to fill. 


© Circulation: placed where ads are most 
carefully read, fn community papers w' 
our G | Agents operat 





















POSTAL LIFE 


INSURANCE COMPANY 
511 FIFTH AVENUE, NEW YORK 17, NEW YORK 








Joins National L. & A. 





WILLIAM F. BARRY, JR. 


William F. Barry, Jr., solicitor general 
of the State of Tennessee and one of the 
state’s best known lawyers, has been 
named associate general counsel of the 
National Life and Accident of Nashville 
effective November 1. 

Mr. Barry has occupied the solicitor 
general’s post for the past 13 years, hav- 
ing entered the State Attorney General’s 
office in 1926 and served as an assistant 
attorney general until he was made so- 
licitor general in 1928. He has been a 
member of the U. S. Supreme Court bar 
since 1928. 

A native of Union City, Tenn., Gen- 
eral Barry was reared in Jackson, Tenn., 


’ 


where he attended public schools and 
Union University. Later, he went to 
George Washington University and 


Cumberland University, graduating from 
the latter in 1921. Following graduation, 
Mr. Barry entered private practice in 
Jackson, and in 1923 and 1925 served in 
the Tennessee legislature, in the latter 
year as speaker of the house of repre- 
sentatives. 


Bankers Life Reports Gains 

New business issued and paid for in 
3ankers Life Co., Des Moines, during 
the first three quarters of 1951 amounted 
to $12% million more than the figure for 
the same period in 1950. Total sales— 
Group and Ordinary insurance—during 
the first nine months of the year were 
$149,692,378 compared with $137,424,123 
for the same period in 1950. 

3y October 1, the year-to-date Ordi- 
nary sales figure was $7,335,923 more 
than the corresponding figure of a year 
ago, and Group sales were ahead of 1950 
by $4,932,332. 

For September, Ordinary sales totaled 
$10,129,861—a million and a quarter dol- 
lars better than September, 1950. Group 
sales for the month were $7,583,500— 
three and a half million dollars more 
than was sold during the same month a 
year ago. 
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GOLD MEDAL FOR McKELL 
A well-merited honor was that given 
this week to William E. McKell, first 


vice president, American Surety, and 


former president of Association of Casu- 


alty and Surety Companies, when at a 


dinner of the General Insurance Brokers 


Association of New York he was pre- 
sented with its gold medal for distin- 
guished service to the business. This 


award must be particularly gratifying to 
a recipient as it is made by a committee 
consisting of former winners of the 
honor. 


Mr. Mckell 


exemplars of 


sometimes called one of 


the best public relations 


in the insurance business, has gone tar 


since he first 


Entering the 


world 

from the West. 
American Surety in Salt Lake 
Salt 


in the insurance 
came here 
employ of 
he later manager of its 
Lake City branch office. In Utah he was 
prominent also in public life as he served 
Representa- 


became 


four years in the House of 
tives of that during two of which 
he was Speaker. In 1926 he 


American 


State, 
became a 
vice president of Surety at 
the home office and was elected first vice 


president in 1945. In inter-company cir- 
cles for years has been an influential 
factor. Thus, he has been president of 


Association of Casualty and Surety Com- 
panies and is a past director of Chamber 
of Commerce of the U. S., where he 
insurance. He has _ also 
served as president of New York Board 
Insurance Society of 


represented 


of Trade and of the 
New York. 

At the 
ciation of Insurance 
Chicago in 1944 when the business faced 
decision of 


National Asso- 


Commissioners in 


meeting of the 


problems incidental to the 
United States in 


Supreme Court of the 

the South-Eastern Underwriters Asso- 
ciation case that insurance is commerce 
and Public Law 15 was enacted, the 


Commissioners asked him to organize a 


group composed of executives of the 
several classes of companies to work as 
an All-Industry Committee with the 
State Insurance Departmental heads. He 
continues to represent the Association of 
Casualty and Surety Companies on the 


committee. 


RESEARCH CARRIES ON 
that 


MEDICAL 


In spite of the difficulties beset 


scientific research in times such as the 
dislocation 
that 


Research 


present when there is great 


of trained personnel, it is notable 


Medical 


carry on its 


the Life Insurance 


Fund is not only able to 


invaluable work but is constantly ex- 


panding it. Dr. Francis R. Dieuaide, 


scientific director of the Fund, reports 


that since the Fund was organized late 
in 1945, 


to medical 


it has allocated nearly $4 billion 


research and that progress 


continues in the search for ways to pre- 


vent or cure such conditions as rheu- 


matic fever, hardening of the arteries 


and high blood pressure which are away 
out front as causes of death in this 
country. 

There is a great deal more in the ad- 
ministration of such a research project 
than merely appropriating the funds. Se- 
research and 


lecting the projects for 


finding the right people who have the 
experience and other equipment to make 
the most of the grant of money is a 
endless search and investiga- 
Bell, 
Medicine at the University of 
aspect of 


matter of 


tion. Dr. Lennox G. dean of the 


Faculty of 
Manitoba, 
the problems of the 
Life 


touched on another 
Fund before the 


American Convention in Toronto 
“What impresses me most 


of the awards and the 


when he said: 
is the generosity 
freedom which the recipients of Fellow- 


ships enjoy. The life insurance fellow- 


ships have provided freedom in good 


measure so that the research fellows are 


unfettered by economic slavery or re- 


strictive terms. Universities cannot af- 
ford to employ them as full-time investi- 
gators and the average man feels that he 
cannot exist on the salaries paid to full- 


time research workers in most academic 


institutions. Therefore, just at the height 
of his usefulness and the full develop- 
ment skill, the 


is obliged to turn to other fields of en- 


of his research worker 


99 
deavor. 


Colonial Life Convention Picture 





The picture above was taken at the recent field convention of Colonial Life which 
was held in White Sulphur Springs, W. Va. It shows Richard B. Evans, president 


of Colonial; James G. Bruce, vice president in charge of combination agencies, with 


officers of the company’s two field clubs. 


Reading left to right, those in the picture: Jacob Dilts, Easton, Pa., vice president 
of President’s Club; Nicholas Zeck, president of that club; Mr. Evans, Mr. Bruce; 


John Mitchell, Paterson, N. J., president; 


John Ganeo, and Joseph Wilyot, secre- 


tary, The Clic Club, both of the latter living in Beaver Falls, Pa. 





Margaret Jackson Shanks, daughter of 
Carrol M. Shanks, president of Pruden- 
tial, is engaged to marry William Estill 
Moore, son of Mr. and Mrs. William E. 
Moore of Pasadena, Cal. Miss Shanks 
was graduated from Kimberley School 
in Montélair and from Vassar College, 
class of 1950. She also attended the Co- 
lumbia University Graduate School of 
Business Administration. Mr. Moore is 
a graduate of Stanford University. 

ke 

John M. Daley, Chicago, has been made 
head of the liquidation division of the 
Illinois Department of Insurance, suc- 
ceeding Frank J. Bartsch. Mr. Daley has 
been on the staff of the State’s Attorney 
of Cook County for three years, en- 
gaged in prosecution of felony cases. In 
World War II he served overseas as a 
lieutenant in U.S. Navy. Among other 
matters currently hands of the liqui- 
dation division of Illinois Department 
is conservatorship of the Illinois affairs 
of International Workers Order of New 
York which was found by the Supreme 
Court of New York to have acted as a 
front for communistic activities. 

eo. ae 


George W. Ingalls, state agent for the 
fire companies of the America Fore In- 
surance Group in Syracuse, N. Y., retires 
November 1 at his own request from 
active business under the America Fore 
retirement plan. Mr. Ingalls has been 
an America Fore fieldman in the central 
New York territory since 1913, a total 
of 38 years, and he has been actively 
engaged in the insurance business since 
1890, when he started with a local agen- 
cy, Hartwell & Shackelford of Saratoga 
Springs, N. Y. A native of Rockwood, 
Fulton County, N. Y., he attended school 
at Saratoga Springs and Albany. He is 
a member of the Syracuse Field Club, 
Blue Goose, Citizens Club of Syracuse, 
City Club of Utica, Casanovia Golf and 
Country Club, member, Society of Sons 
of the American Revolution, a 32nd De- 
gree Mason, member of the Old Associa- 
tion of New York State Supervising 
Agents. 

x * * 

Dudley Dowell, vice president in charge 
of agency affairs, New York Life, will 
address the Life Agency Managers of 
Chicago on November 14 at Edgewater 
‘ses Hotel on “Management's Job To- 
day. 


W. A. McGowan and John F. Eager, 
both of whom recently joined the Sea- 
board Surety of New York, have been 
appointed assistant secretaries of the 
company. Mr. McGowan, formerly se- 
nior underwriter in National Surety’s 
contract bond department, has spent his 
entire business career of 27 years in the 
surety bond field except for three years 
in World War II with the U. S. Navy 
Seabees. With the Seaboard he will con- 
tinue to specialize in contract bond busi- 
ness. Mr. Eager, who has been assigned 
to Seaboard’s fidelity department, was 
also with the National Surety Corp. f 
a number of years. He has been Sona 
in the development, underwriting and 
production of the comprehensive dishon- 
esty, destruction and disappearance 
policy. 

+ ae oe 

Norman E. Burman, assistant mana- 
ger of the Newark branch office of the 
United States Fidelity & Guaranty Co, 
is celebrating his 25th anniversary with 
the company, He was recently honored 
by his associates in the Newark office, 
also receiving silver candlesticks pre- 
sented by Manager P. A. S. Rogers on 
behalf of President E. Asbury Davis and 
the company officials. He is a graduate 
of Baltimore City College and has occu- 
pied various positions in the home of- 
fice, Des Moines and Newark branch 
offices of the company. 

“Se: ee: 


Mrs. C. Sewell Weech, whose husband 
is a vice president and director of New 
Amsterdam Casualty Co., has recently 
been elected president of the Women’s 
Civic League of Baltimore. As one of 
the oldest and most active civic groups 
in that city, this organization has a mem- 
bership of some 2,000 women. Com- 
pletely non-partisan, one of its objectives 
is to support good city government. An- 
nually in the spring the league sponsors 
a flower festival and mart and Mrs. 
Weech was chairman of this project last 
spring. 

a ek 

M. Glenn Tuttle, general agent for 
Lincoln National Life in Miami, has been 
elected a director of the Webster Out- 
door Advertising Co. and its affiliate, 
the American Outdoor Advertising Co. 
His election is for a one year term. 
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Donald R. Wilson 


The American Legion has elected as 
its new national commander Donald R. 
Wilson, member of the law firm of Step- 
toe & Johnson, Clarksburg, W. Va., which 
represents numerous insurance organiza- 
tions and companies in connection with 
West Virginia matters. An interesting 
sidelight to this election is that Louis 

Johnson, former national commander 
of American Legion, former Assistant 
Secretary of War under Roosevelt and 
former Secretary of Defense’ under 
Truman, is also a member of Steptoe & 
Johnson, 

Mr. Wilson was born in Detroit on 
May 17, 1917, and moved to West Vir- 
ginia with his parents when he was three 
years old. In 1939 he was graduated 
from Princeton and in 1942 received his 
law degree from University of Virginia. 

The new commander of American Le- 
gion enlisted in the Army as a private 
one month after his graduation from 
University of Virginia in 1942, He 
served in North Africa, Italy, Sicily and 
France as adjutant of the 216th Hospital 
Ship Complement and was discharged as 
captain on October 24, 1945. He holds a 
reserve commission as captain in the 
Judge Advocate General’s Corps. 

Mr. Wilson became West Virginia de- 
partment commander in 1948 at the age 
of 31 and was made vice chairman of 
the 1948 convention’s Foreign Relations 
committee. He served as vice chairman 
of the National Legislative Commission 
in 1949-50, 

In his inaugural address Wilson called 
for “aggressive Americanism, interna- 
tional realism and no compromise with 
Communism.” 

In discussing the election of Mr. Wil- 
son the Charleston Gazette on October 
19 said: 

“The new national commander is a 
blond-haired, six-footer who seems 
rather shy and retiring. On the speaker’s 
rostrum, however, he can display great 
force and sincerity. It was his speaking 
ability, coupled with his talents for or- 
ganization, which won him attention in 
the ex-servicemen’s organization. Wilson 
Ape visi the Legion’s stand to the U. 

. Senate Foreign Relations Committee 
in support of the North Atlantic Treaty 
in 1949. His reward for carrying out 
that assignment was the vice chairman- 
ship of the Legion’s national legislative 
committee.” 

Mr. Wilson has two sons, Donald 
Randolph, Tr., and Thomas Horner. 
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Wellington Fund’s Big Purchase of 
Insurance Company Stocks 


The Wellington Fund of Philadelphia, 
one of the most conservatively managed 
of the country’s investment funds, which 
has net assets of $187,000,000, announces 
in its quarterly report of September 30, 
1951, that about 60% of its investments 
are in common stocks. In the Septem- 
ber quarter it purchased 6,000 shares of 











Chicago; 400 
shares of Continental Insurance Co. of 


Continental Casualty of 
New York; 1,800 shares of Fidelity- 
Phenix; 1,000 shares of Maryland Casu- 
alty; and 5,000 shares of United States 
Fidelity & Guaranty. 

Wellington’s total common stock hold- 
ings in the insurance field on September 
30 last follow: 

Aetna Insurance Co., 
American Insurance Co. 
10,000 shares. 
Continental Casualty, 6,000 shares. 
Continental Insurance Co., 7,000 
shares. 
Fidelity-Phenix, 2,800. 
Fire Association, 3,010. 
Firemen’s of Newark, 19,000. 
Great American, 15,000. 
Maryland Casualty, 12,000. 
Phoenix of Hartford, 4,000. 
Springfield F. & M., 8,000. 
U. S. Fidelity & Guaranty, 
U. S. Guarantee Co., 2,000. 

Discussing its insurance share owner- 
ship Wellington Fund, president of 
which is Walter L. Morgan, says: “These 
holdings amounted to 2.27% of net as- 
sets against 1.88% on June 30, 1951, and 
1.66% at the close of 1950.” 

In view of the great activity of Well- 
ington Fund in equities it may interest 
readers to know about other investment 
changes being made in its program. 
Along that line the Fund says: 

“Since the June 30 report, reductions 
were made in the building, food, bever- 
age and tobacco stock groups, whose 
near term earnings outlook was consid- 
ered less favorable. Increases were made 
in common stocks considered to have a 
good long term outlook in the drug, 
electrical equipment, insurance, mer- 
chandise and paper industries. Increases 
were also made in the automobile, auto 
accessory and steel common stocks at 
prices considered attractive. The invest- 
ments in the chemical and oil stocks 
were slightly reduced after their substan- 
tial rise.” 


6,500 shares. 
of Newark, 


5,000, 


* * * 


Liberty Mutual’s Medical Disaster 
Coverage 


Liberty Mutual Insurance Co. of Bos- 
ton started writing medical disaster poli- 
cies for groups of people last Novem- 
ber. It began selling them to individual 
in February, 1951. By June, 1951, more 
than 50 groups containing about 7,500 
persons were signed up. After selling 
the insurance nationally on a _ group 
basis and individually only in about a 
dozen Eastern states, the company be- 
gan to invade the Mid-west with this 
coverage and then carried the selling 
campaign to the South and Pacific Coast. 

In an article on this protection written 
by Harry T. Rohs in the Wall Street 
Journal, President S. Bruce Black of 
Liberty Mutual gave a case history to 
show what medical disaster insurance 
can do. He said: “A picnicker insured 
by one of the company’s policies was 
injured in the eye by a tree branch. The 


company’s share of the cost of hurrying 
him to the Mayo Clinic by air, under 
the care of a nurse, and procuring his 
treatment, was $3,800. The eye was 
saved.” 

A. M. Wilson, underwriting manager 
of Liberty Mutual’s accident and health 
department, said to the Wall Street 
Journal reporter that medical disaster 
insurance is still very much in the de- 
velopment stage. In an interview with 


the Wall Street Journal reporter he 
said: 
“Despite satisfactory experience with 


the pilot test, we must proceed cau- 
tiously. We don’t give guarantee as to 
the adequacy of rates, and we ask will- 
ingness on the part of the insured to 
modify the plans as time goes on in 
accordance with experience.” 

* aa 


Annual Legal Aid Meeting 


The 29th annual Legal Aid Conference 
will be held in Philadelphia beginning 
October 31. Participating in the session 
on “Legal Services for Members of the 
Armed Forces and Their Dependents” 
will be the chiefs of the Legal Assist- 
ance branches of the Army, Navy and 
Air Force with J. Howard Rossbach of 
New York City as chairman. A_ new 
feature of this year’s conference will be 
a special session for staff personnel. 

One of the speakers at the conference 
will be John Rust, who supervises radio 
production for United States Steel Cor- 
poration who will discuss the projected 
television program, “Justice,” based on 
material from Legal Aid files which he 
is handling for National Legal Aid Asso- 
ciation. Mr. Rust has also agreed to 
make his personal ideas and his own 
wide experience available to delegates 
and staff members seeking greater public 
information about their work through 
the medium of radio. 

At another session Thomas D. Mce- 
sride of the Philadelphia Voluntary De- 
fender Association will preside. At this 
session will be considered various meth- 
ods of providing Legal Aid in criminal 
cases. Judge Richard Hartshorne of 
Newark will speak on the supervised as- 
signed counsel system. Florence M. Kel- 
ley, attorney-in-charge of the New York 
Legal Aid Society’s criminal court 
branches, will discuss private defender 
offices. 
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University of Chicago Lectures 
for Small Investors 


The downtown center of University of 
Chicago announces a fall series of lec- 
tures for men and women who have 
investment problems relating to stocks, 
bonds, real estate and life insurance. 
Objective is a practical and realistic ap- 
proach to ordinary family investment 
situations. 

“The small investor is the individual 
for whom these lectures are created,” 
says University of Chicago. “He cannot 
afford to makes investment mistakes; 
yet, he is the least prepared to make 
investment decisions. These lectures will 
give him guideposts to start a common- 
sense investment program for himself 
and for his family.” 

The course will consist of six lectures 
given by Robert H. Pease, vice presi- 
dent, Draper and Kramer, Inc., and an 
experienced lecturer in investments and 
corporation finance. These lectures wil! 
be given in cooperation with the Chi- 
cago District, Illinois Bankers Associa- 
tion, Industrial Relations Center of Uni- 
versity of Chicago and Chicago Associa- 
tion of Life Underwriters. The lectures 
will start with one giving the background 
for investment selection. Then will come 
a talk on bonds, preferred story, pen- 
sions and life insurance. Third lecture 
will be on common stock and investment 
trusts. Following lecture will be on real 
estate, including mortgages, income prop- 
erty and residences. 

In the next week will be a discussion 
panel on investments. Participants will 
be Milton L. Williams, Hornblower & 
Weeks; Walter N. Hiller, Penn Mutual 
Life and president of Million Dollar 
Round Table; and chairman of the panel, 





Connecticut Educator 








LAURENCE J. ACKERMAN 





Robert H. Pease. Concluding lecture is 
entitled “Developing Your Own Invest- 
ment Program.” The lectures start on 
October 30 and conclude on December 4. 
They will be given at 32 West Randolph 
Street. Series tickets are $8 and no 
single admission tickets will be sold. 
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Special Courses for Connecticut 
Insurance License Exams 


The Hartford College of Insurance of 
the University of Connecticut will in- 
augurate next month a special program 
of classes designed to assist applicants 
in preparing for the Connecticut Insur- 
ance Department’s license examination. 
The more comprehensive examinations 
which are now given to those applying 
for an agent’s license require more train- 
ing and knowledge of the different forms 
of insurance than the old examination 
required. 

Discussing the new program of classes 
Colonel W. Ellery Allyn, Insurance Com- 
missioner of Connecticut, writes to Dean 
Laurence J. Ackerman of University of 
Connecticut. 

“The Hartford College of Insurance, 
through its courses in Fire, Accident and 
Health, Casualty and Surety insurance, 
should provide the extra training for 
those who feel they need it to meet suc- 
cessfully the requirement for the license. 
It will also give the applicant for license 
a basic knowledge of the business on 
which he can build, through additional 
study and experience, an ever-expanding 
insurance career through sufficient mar- 
keting and service of the many different 
coverages available today. 

“As I have often said, we owe it to 
the public to have well-trained and 
qualified agents to advise them.” 

In announcing the new courses Uni- 
versity of Connecticut Hartford College 
of Insurance says: 

“In teaching these courses the practical 
approach will be followed. This method 
of teaching provides the student with 
pertinent knowledge and facts of insur- 
ance as they pertain to his particular 
field or fields. This is accomplished 
through lectures, study and classroom 
discussion of policy provision, and under- 
writing principles and practices. All of 
the instructors are successful junior ex- 
ecutives of the Hartford insurance com- 
panies. Each course will be covered in 
a period of 20 hours; that is, two ses- 
sions of two hours each week for five 
weeks. There is a charge of $15 per 
course per five-weeks period.” 

University of Connecticut, Hartford 
College of Insurance, is located at 39 
Woodland Street, Hartford, Conn. 
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American Management 
Program Is Announced 


CHICAGO MEETING NOV. 15-16 
H. Clay Johnson, E. B. Whittaker, R. S. 
Henderson Among Speakers; Several 
Panel Discussions 





New types of insurance, including the 
proposal for a new War Damage Corpo- 
ration, will be analyzed at a national 
conference called by the American Man- 
agement Association for November 15-16 
at the Hotel Drake, Chicago. About 900 
industrial insurance buyers, insurance 
company executives, brokers and agents 
are expected to attend. 

Johnson on War Damage 

The proposed war damage law will be 
discussed by H. Clay Johnson, assistant 
United States manager, Royal-Liverpool 
Group, New York, who was vice presi- 
dent of the World War II War Damage 
Corporation. Speaking at a luncheon on 
November 16, Mr. Johnson will analyze 
the government plan and offer his pro- 
posals for improvement. 

The recently introduced medical catas- 
trophe coverage, which is designed to 
protect the individual against the heavy 
costs of major illness or accident, will 
be explained by E. B. Whittaker, vice 
president, Prudential Insurance Co. of 
America, Newark, N. J.; E. S. Willis, 
manager employe benefit plans division, 
General Electric Co., Schenectady, which 
was one of the first companies in the 
country to adopt the new coverage, will 
talk on his firm’s experience with it. 

Other addresses will include: “Special 
Lines of Insurance,” by Ralph S. Hen- 
derson, executive vice president, Alexan- 
der & Alexander, Inc., New York; “In- 
creased Importance and Scope of Trans- 
portation Insurance,” by Robert L. Max- 
well, manager, marine department, Home 
Insurance Co., Chicago; “What Should 
Your Insurance Limits Be Today?” by 
Arthur O’Connell, vice president, Thomas 
E. Wood, Inc., Cincinnati. 

At a panel session on “Improving Co- 
ordination of Insurance with Other De- 
partments,” representatives of the legal, 
financial, personnel, and _ production 
fields, will tell how insurance can be of 
greatest help to them and how they can 
be of maximum aid to those handling 
insurance for the corporation. William 
F. Lund, insurance consultant, Pitts- 
burgh, will be chairman, and other panel 
members will include Joseph W. Oliver, 
assistant to the president, Pittsburgh 
Consolidation Coal Co., Pittsburgh; 
Charles J. Fellrath, associate counsel, 
Ford Motor Co., Dearborn, Mich.; James 
M. Gillen, director, personnel research 
section, General Motors Corporation, 
Detroit, Mich. 

Another panel session, in the form of 
a playlet, will deal with “Proper Use of 
Soiler and Machinery Insurance.” 
Arthur L. Benjamin, director of insur- 
ance, Cincinnati Gas & Electric Co., Cin- 
cinnati, will be chairman, assisted by 
George Rogers, insurance manager, Rob- 
ert Gair Co., New York; Carlton Good- 
ney, head of the boiler department, 
Johnson & Higgins, New York; Basil E. 
Prentice, assistant secretary, Hartford 
Steam Boiler Inspection & Insurance 
Co., Hartford, Conn.; and George Bons- 
telle, second vice president, Lumbermen’s 
Mutual Casualty Co., Chicago. 

Insurance Planning Council 

Paul H. Schinder, manager, insurance 
department, Youngstown Sheet & Tube 
Co., Youngstown, Ohio, and AMA vice 
president for the Insurance Division, is 
in charge of the program, assisted by 

(Continued on Page 27) 


New York Hearing on 
Proposed Marine Rule 


BROKERS OFFER OBJECTIONS 





Hold New York Dept. Not Justified in 
Requiring Placing of Small Craft 
Risks in U.S. Markets 





The New York Insurance Department 
held a hearing in New York Tuesday 
on a proposed interpretation of Section 
112, Subsection 2 (c) of the Insurance 
Law which governs exceptions to pro- 
hibitions on placing insurance with non- 
admitted carriers. Deputy Superintend- 
ent George H. Kline conducted the hear- 
ing and the principal objections to the 
proposed action by the Department to 
restrict placing certain marine risks 
abroad were offered by the Insurance 
Brokers Association of New York. The 
Department’s position was presented by 
Milton Schwartz of the Complaint Bu- 
reau. 

Section 112, Subsection 2 (c) of the In- 
surance Law prohibits placing insurance 
with non-admitted carriers except in cer- 
tain situations outlined in such section 
and without necessity of complying with 
Section 122, which deals with the placing 
of excess lines. It is the Department's 
position that certain producers have been 
placing too broad an interpretation on 
this section of the law. 

Hearing on Brokers’ Objections 

The hearing was scheduled by Super- 
intendent Alfred J. Bohlinger after a 
number of brokers objected to the pro- 
posed interpretation, contending that the 
construction placed upon the language 
of Section 112, Subsection 2(c) by the 
Department is too narrow and limits the 
intent of the law. 

The proposed ruling, if issued, would 
require producers to place insurance on 
yachts, pleasure crafts, fishing vessels, 
harbor and other sma!l crafts and port 
risks with companies licensed to do busi- 
ness in New York. At present much of 
this business is being placed in Lloyd’s 
and other non-admitted carriers by pro- 
ducers who believe that these risks fall 
within the provisions of Section 112 of 
the law. 

The Department believes that pro- 
ducers should be discouraged from plac- 
ing the business in foreign carriers when 
American companies are providing a 
market. 

The brokers’ association contends the 
Department is acting contrary to the in- 
tent of the law and that the clause limit- 
ing rights of brokers’ to insure marine 
risks with non-admitted insurers applies 
to coverage of cargoes and not to hulls. 
The Department feels that only hulls 
engaged in international or coastwise 


Vanderbeck and Sorensen 
Assistant Managers of EUA 


President John A. North of the East- 
ern Underwriters Association announces 
that the executive committee at its last 
meeting appointed Robert J. Vanderbeck 
and Jarl T. Sorensen assistant managers 
of the association. 

Mr. Vanderbeck, who was formerly 
assistant secretary, has been with the 
association since 1948, and is well known 
throughout the territory for his activi- 
ties in public relations and fire safety 
work. 

Mr. Sorensen joined the association in 
March of this year as assistant secretary 
and specializes in matters pertaining to 
recommendations dealing with rate levels, 
forms, rules and clauses promulgated by 
this association in its capacity as an 
advisory organization. 





Frost and Taber Specials 
Of National in New York 


Appointment of E. H. Frost and W. S. 
Taber as special agents to assist General 
Agent W. S. Hutzfeldt in the production 
of agency and brokerage business in the 
National of Hartford’s metropolitan de- 
partment in New York City has been 
announced by Vice President W. L. 
Bellmer. 

Special Agents Frost and Taber have 
had extensive experience in servicing 
the National of Hartford Group’s agency 
and brokerage business in the metropoli- 
tan area for many years, and these ad- 
vancements mark another step in mak- 
ing available the department’s broader 
facilities for local or nationwide business. 


North America Admitted 
In Union of South Africa 


The Insurance Company of North 
America has received authorization from 
the Registrar of Insurance of the Union 
of South Africa to enter the multiple 
line insurance business in that country. 
An office has been established in Johan- 
nesburg, Province of Transvaal, at 11, 
Liberal House, 19, Anderson Street. 

Kilburn will be manager for 
southern Africa with N. G. Atkins as 
assistant manager. Opening of an office 
in South Africa follows an extensive 
survey of business conditions on that 
continent by Dodd Bryan, formerly man- 
ager of the North America’s Philadel- 
phia metropolitan department, who has 
spent the past 10 months in Africa. 





commerce are excluded from the restric- 
tions, and that port vessels and pleasure 
craft would come within the restrictions. 
The question before the Department 
rests mainly on what was the intent of 
the legislators when they granted marine 
insurance certain freedoms, because of 
international competiton, not generally 
granted to other lines of insurance. 

Briefs may be filed by brokers, agents, 
marine underwriters and other interested 
parties up to November 7. 
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NAIA COMMITTEE CHAIRMEN 
Cormack, McKown and Hartson New 
_ Chairmen; Eight Committee Heads 

Are Reappointed for Year 

Three new appointments and eight re- 
appointments mark the roster of chair- 
men of the National Association of In- 
surance Agents’ standing committees for 
1951-52 announced by J. F. Van Vechten 
president. : 

In addition, following action of the 
national board of state directors at the 
NAIA annual convention last month in 
Chicago in designating the metropolitan 
and large lines agents committee as a 
standing committee, Emil L. Lederer 
Chicago, has been reappointed chairman 
of that group. H. Herbert Corson, Nash- 
ville, has been appointed vice chairman, 

New appointees to committee chair- 
manships are fidelity and surety, J. Ken- 
neth Cormack, Providence, R. I; local 
board and membership, Dave R. 
McKown, Oklahoma City, and property 
insurance, Maurice J. Hartson, New 
Orleans. 

Reappointed chairmen are: finance 
committee, Harry T. Minister, Columbus 
Ohio; accident prevention, Reginald . 
Price, Charlotte, N. C.; agency manage- 
ment, William B. Glassick, Hollywood 
Calif.; casualty insurance, J. F. Niccolls, 
Houston, Texas; educational, Ernest F. 
Young, Charlotte, N. C.; legislation 
Arthur B. Fair, Natick, Mass. : 

John J. O’Toole, St. Louis, who was 
awarded the Woodworth Memorial at 
the annual convention, was reappointed 
chairman of the fire safety committee. 
The two vice chairmen of this committee 
were also reappointed: Harry A. Pierson, 
Shawnee, Okla. and Simpson Stoner, 
Greencastle, Ind. 

_Charles H. Frankenbach, Westfield, 
N. J., has been reappointed chairman 
of the trade association contact com- 
mittee, formerly known as the speakers 
bureau committee. 





Pearl-American Names 


Andrews in Western Pa. 


John Russell Andrews has been ap- 
pointed by the Pearl-American Group 
to the western Pennsylvania and West 
Virginia field with headquarters at the 
Pittsburgh office at 511 Commonwealth 
Building. Special Agent G. William 
Potts continues to supervise the Pitts- 
burgh metropolitan office. 

Mr. Andrews is a native of Phila- 
delphia and served with the U. S. Army 
during World War II. He is well ac- 
quainted with his territory having trav- 
eled it for another group for three years. 


America Fore Old Guard 
Banquet in New York City 


Nearly 400 members of the Old 
Guard, composed of those who have 
served 25 years or more in companies 
of the America Fore Insurance Group, 
met at the Hotel Statler, New York 
City, October 23 for their annual ban- 
quet and entertainment. 

Featured speaker of the evening was 
President Frank A. Christensen, who 
himself has record of 30 years of service 
with the America Fore companies. Mr. 
Christensen reviewed operations of the 
companies of group and stressed the im- 
portance to the organization of the 
knowledge, experience and ability of Old 
Guard members. 

Executive Vice President J. Victor 
Herd was present as an honored guest. 
Companies of the America Fore Group 
have a total of 7,782 employes country- 
wide of which 1,061 are Old Guard mem- 
bers. Of these 18 have over 50 years of 
service and are still actively employed. 


Eastern Agents’ Meeting 

The Eastern Agents Conference of 
the National Association of Insurance 
Agents is now preparing for its 1952 
annual meeting which will be held on 
Sunday through Tuesday, April 6-8, at 
the Haddon Hall Hotel in Atlantic City. 
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Byrne Outlines Efforts to Remove 


International Marine Restrictions 


Joint action of individual private in- 
surance markets through international 
conferences such as the International 
Union of Marine Insurance will tend to 
convince governments of the fallacy of 
protectionism as a weapon with which 
to combat the growth of a monopoly of 
this class of business in the hands of 
the larger insurance markets, John T. 

3yrne, president of Talbot, Bird & Co. 
of New York, marine underwriters, de- 
clared at the recent meeting of the Ma- 
rine Union at St. Moritz, Switzerland. 

Speaking vigorously against restrictive 
practices Ww hich hinder the free exchange 
of marine insurance and which now ex- 
ist in several forms in various countries, 
Mr. Byrne told the delegates from many 
nations at the Union meeting that ex- 
change of information and confidence 
which is built up by personal acquaint- 
anceship with the members active in the 
world insurance markets produce an at- 
mosphere of such good will and willing- 
ness to help solve problems of the 
smaller markets that “we can be certain, 
if we all work together, we can maintain 
that freedom of incentive and private 
enterprise which is the lifeblood of our 
business. ’ 

Action by United Nations 

During the early part of 1951 in Paris 
one of the European members of the In- 
ternational Chamber of Commerce was 
instrumental in procuring consideration 
of this problem by the Transport and 
Communications Commission of the 
Economic and Social Council of the 
United Nations, Mr. Byrne said. 

After considerable discussion in New 
York lasting several days, the delegates 
of this Commission finally adopted the 
following resolution by a vote of 10 to 3: 

“THE TRANSPORT AND COMMUNICA- 
TIONS COMMISSION— 

“Having taken note of the statement about 
discrimination in transport insurance submitted 
to them by the International Chamber of Com- 
merce, 

“Considers that measures requiring the insur- 
ance of goods in international trade to be 
placed in particular markets may interfere with 
the free flow of international trade and encour- 
age the growth of retaliatory measures, 

“Requests the Secretary-General to conduct a 

further study to determine the extent to which 
these restrictions in transport insurance are be- 
ing applied, and their impact on international 
trade, with the view, to determining what steps 
can usefully be taken by the Commission; and, 
in the meantime, 
_“Recommends to the Economic and _ Social 
Council to request the governments to adopt 
in so far as possible a policy of non-discrimina- 
tion in transport insurance, and to permit the 
= acing of such business on the most economic 
asis,’ 

“The members of that commission 
were delegates from Byelorussia, Chile, 


China, Egypt, France, India, Nether- 
lands, Norwav, Pakistan, Poland, U‘S. 


SUR, UK US.A. and Venezuela,” Mr. 
3yrne continued. “This resolution of the 
Transport and Communications Commis- 


of discrimination against trade of na- 
tions not later than March of 1952. This 
is a very healthy sign, as such action 
6n the part of this powerful international 
agency would be of great help to our 
cause by removing one of the principal 
excuses given for the necessity of dis- 
crimination in transport insurance. 
“You must now be aware of the world- 
wide attention which this problem of 
‘Discrimination in Transport Insurance’ 
is receiving. It is no longer confined to 
any one country or any one continent. 
The effects are being felt in every 
country throughout the world; and, like 
all worldwide problems, should be dealt 
with in fairness, justice and a spirit of 
reasonable compromise,” Mr. Byrne said. 
“There is no question but that insur- 
ance markets of the individual countries 
no longer wish to be wholly subservient 
to the larger insurance markets of other 
countries and desire to develop within 
themselves underwriting facilities to take 
care of their own particular needs. We 
cannot find fault with such aspirations; 
they are legitimate in every way. How- 
ever, there is a considerable feeling that 
these markets will not succeed if they 
resort to the protection of government 
rules and regulations which give them a 
monopolv and a strangle hold on the in- 
surance industry of their country. 


Governments Take Control 


“Where the principle of free enterprise 
and competition is abrogated, there is 
the natural tendency to lose sight of 
the broader rights and privileges which 
should be accorded the assured, and to 
increase rates and reduce the field of 
coverage. Ill will is built up with the 
merchant and shipowner, who feel that 
they are being ‘held up at the point of 
a gun.’ The government bureaucrats who 
have been called in to direct the pro- 
tectionist practices begin to infiltrate and 
take over the industry, so that no longer 
is it a business of insurance; it is merely 
another subsidized governmental organi- 
zation. 

“Underwriting principles are ignored 
or forgotten because there is no reason 
or incentive to keep them alive, and what 
was once a noble profession, requiring 
thought, intelligence and hard work, 
becomes merely a ‘postage stamp’ which 
is bought from the government at a 
government rate and placed on commer- 
cial documents in the same manner as 
tax or revenue stamps. 

“Historically, insurance under a system 
of private initiative and free competition 


has attained a high degree of develop- 

ment throughout the world, and it is 
only under such a system that insurance 
can provide that necessary flexibility of 
protection to the insuring public. Insur- 
ance, subjected to restrictive legislation 
and excessive taxation, the increased cost 
and the inflexibility of arbitrary rules 
and regulations, will be retarded in its 
development. A certain amount of Gov- 
ernmental supervision and control of pri- 
vate insurance companies is beneficial 
both to the companies and to the pub- 
lic. 

“On the other hand, insurance compa- 
nies in competition with State Insurance 
Organizations or under other govern- 
ment controls which interfere with indi- 
vidual initiative and liberty of action will 
no longer be able to carry on their pri- 
mary function of protecting their as- 
sured at all times and in all situations. 


Freedom of Trade Brings Better Living 


“From an_ international viewpoint, 
freedom of world trade, including free- 
dom for transport insurance, are the 
means by which all people may achieve 
that high standard of living for which 
they are striving. As the domestic com- 
panies of each nation attain competi- 
tively a high degree of solvency and 
ability to provide proper insurance cov- 
erage at reasonable rates, they will find 
that with the increased confidence they 
have established, the natural forces of 
supply and demand will augment their 
premium income, not only from their 
direct writings at home but also from 
reinsurance they will receive from 
abroad. 

“In my humble opinion, the natural 
wants and desires of all of the peoples 
of the world for a greater share in goods 
and services has grown so immeasurably 
since the end of World War II that, 
were the political situation to change so 
that threats of war were removed, we 
would evidence the greatest economic ex- 
pansion the world has ever seen. This 
expansion of trade and commerce would, 
of necessity, call for increased transport 
insurance, in which every insurance mar- 
ket of the world would share. Even at 
the present time we find that the insur- 
ance markets of the world are not fully 
capable of supplying sufficient facilities 
for large valued risks of Hull and Cargo, 
and if confidence were established in all 
free insurance markets, there would be 
a natural flow of business between such 
markets. 


Insurance Cooperation Sought 


“These are the facts that have been 
developed at the various conferences 
dealing with this important topic, and 
by the study and correspondence be- 
tween those of us who have had a more 
active part in trying to cope with the 
spread of this unhealthy doctrine of dis- 














Fincke Commercial Union 


Special in Suburban N. Y. 


H. W. Miller, United States manager 
of the Commercial Union Group, an- 
nounces appointment of Robert G. 
Fincke as special agent for the suburban 
New York field. Mr. Fincke will be asso- 
ciated with Special Agent Catanese with 
headquarters at 234 Huguenot Street, 
New Rochelle. Mr. Fincke’s entire in- 
surance career has been spent in the 
organization’s New York suburban un- 
derwriting department. 


“Birdie” Tebbetts to Speak 


George “Birdie” Tebbetts, one of the 
best known catchers in baseball and now 
with the Cleveland Indians after long 
service with the Boston Red Sox, will 
speak on “Sportsmanship in Business” 
at the annual banquet of the Massachu- 
setts Association of Insurance Agents. 
The banquet will be held on the Copley 
Plaza Hotel in Boston during the annual 
convention on Tuesday and Wednesday 
next week. Mr. Tebbetts is also a well 
known local insurance agent. 





crimination in transport insurance. All 
of the insurance markets of the world 
should try to deal constructively with 
this situation, which imperils their entire 
tuture. 

“Tt is useless to pass pious resolutions 
urging governmental bodies or commit- 
tees af the United Nations or trade or- 
ganizations to solve this problem for us. 
Unless, we, who are actively engaged in 
this business of transport insurance, are 
willing to ‘take off our coats’ and work 
hard for the preservation of the historic 
freedom of transport insurance, all of 
our other efforts will be in vain. 

“We should first establish, in as many 
insurance markets and in as many coun- 
tries of the world as possible, active 
committees which will do their utmost 
to convince their own individual govern- 
ments, regulatory officials and exchange 
control authorities and the trade organi- 
zations of their country of the fallacy 
of restricting or hampering the free en- 
terprise system as applied to transport 
insurance. These committees,” said Mr. 
Byrne, “in cooperation with committees 
of like character in other countries, 
should combat the tendency to promul- 
gate arbitrary, unfair and unnecessary 
rules and regulations for the insurance 
industry with regard to: 

“Investments and their control, 

“Taxes which are excessive and dis- 
criminatory, 

“Foreign currency controls when used 
for the purpose of preventing the im- 
porter and the exporter from placing 
their transport insurance in the market 
of their own choice. 

“Free negotiation between buyers and 
sellers as to terms of delivery, viz.—c.i.f., 
f.o.b., f.a.s., ete. 


Proper Clauses in Treaties 


IT’S EASY TO SEE why the 
1 insurance agent is “a good man to 
know.” It’s because he sells Service, 


sion was approved and adopted at the 
full meeting of the Economic and Social 
Council in Geneva in August of this year. 


“These committees should also work 


in conjunction with each other to have 
their respective governments include in 
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It will be noted that the Transport and 
Communications Commission’s draft of 
the resolution instructs the Secretary- 
General of the United Nations to con- 
duct a further study with a view to de- 
termining what steps can usefully be 
taken by the commission. It can be re- 
ported that your committee of the Inter- 
national Union, working in cooperation 
with the International Chamber of Com- 
merce, is endeavoring to supply infor- 
mation to the Secretary-General which 
may be useful in his study of this situa- 
tion. 


Other Steps to Remove Trade Barriers 


“In addition to the steps initiated by 
the marine insurance markets of the 
world, measures have been taken against 
trade barriers generally in the field of 
international trade. It was reported in 
May of this year that the International 
Monetary Fund informed the forty-nine 
member nations that they would be re- 
quired to eliminate or substantially mod- 
ify exchange restrictions and other forms 
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Ohio Farmers Companies 
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commercial treaties being negotiated, 
proper clauses which will give to each 
country, party to the commercial treatv, 
the most favored nation treatment. If 
this is done—then when questions of dis- 
crimination in transport insurance arise, 
they will be governed by the precepts 
of international law, rather than by ar- 
bitrary regulations and the whims of lo- 
cal officials. 

“Suggested clauses to be used in com- 
mercial treaties between nations have 
been presented by your committee. It 
is important that the word ‘insurance’ 
appear in these commercial treaties, and 
we must not accept the statements of 
officials who will try to persuade us 
that insurance is covered under the gen- 
eral terms used in these treaties such as 
trade, commerce, banking, finance, etc., 
because sad experience has taught us 
that these same officials, at a later time, 
will insist that the general terms do not 
include insurance.” 
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AIU Leaders With Philippine Agent 
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Aurelio Periquet, second from left, who has been an agent for the National 
Union Fire of Pittsburgh, in Manila, Republic of the Philippines, for 20 years, 
visited American International Underwriters Corp. executives in New York and 


the home office of 


Union is one of the companies managed by 
i Paul kK. Mullen, 


AIU President E. A. ( ete 
Union; Mr. Periquet, oe AIU Executive 
Building, 102 Maiden Lane, New York. 


Buyers Association Forms 
Chapter at Cincinnati 


Another chapter, at Cincinnati, has 
been added to the growing list of insur- 


ance buyer groups who are joining in 
membership with the National Insur- 
ance Buyers Association, Inc. Officers 
of the new chapter are, W. T. McWhor- 


ter, Proctor & Gamble Co., president; 
Mrs. L. M. Clore, Thomas Emery’s Sons, 
Inc., vice president; and S. B. Adamson, 
United States Printing and Lithograph- 
ing Co., secretary. Membership in the 
new chapter is composed of represen- 
tatives of nationally known business and 
industrial firms with head offices in Cin- 
cinnati, Ohio. 

This is the second new chapter to be 
announced in the past two weeks. The 
Northern California Chapter, in the San 
Francisco bay area, was recently formed 
and membership in NIBA now comprises 

27 states and two foreign countries. 


ISAAC J. BURDICK DIES 


Isaac J. Burdick, Saratoga Springs in- 
surance man, died October 9 in Sara- 
toga, N. Y. He had lived in Saratoga 


Burdick formed 


1914. He 


Springs 60 years. Mr. 
his own insurance business in 
member of First Methodist 
Saratoga Springs, and had 
official board for many 
years. He was secretary of the board 
of trustees of the Hawley Home for 
Children and vice president of the Sara- 
toga Springs Association of Local 
Agents. 


was a 
Church, 
served on its 


TISSIER DIES 

Louis F. Tissier, 75, insurance producer 
in East St. Louis for 40 years, died of 
heart disease October 15 at his home. 
The deceased is survived by his widow, 
four sons and six daughters. 


LOUIS F. 


the National Union on a recent trip to 


America. The National 
abroad. Shown are, left to right. 
marine secretary of the National 
Gilbert, at the AlU 


ALU 


Vice President A. E. 





26 Specimen Policies Ready 


For Use of Universities 
A comprehensive set of 26 specimen 
fire, casualty and marine insurance poli- 
cies has been prepared by the American 
Mutual Alliance for use by students 
and teachers of insurance, it has been 
announced by George D. Haskell, AMA 
director of education. Four of the 
forms cover fire insurance, 16 are for 
the casualty lines, and five are marine 
forms. 
The fire 
fire insurance 


include the standard 
policy, both the building 
and contents, and the dwelling and 
contents forms, and the U. & O. form. 
The casualty policies include the stand- 
ard automobile contract, both all-cover 
and schedule liability, workmen’s com- 
pensation and employer’s liability forms 
and the comprehensive general liability 
policies. 

There are also various theft coverage 
policies, the personal accident and per- 
sonal hospital forms, and a group insur- 


forms 


ance policy. 

Marine policies in the set are the 
transportation floater, bailee’s custom- 
er’s form, personal property floater, 


schedule property floater, and the ocean 
marine cargo policy. 

All of the specimen forms have been 
specially printed for use in the set. 
Many of them have been filled in to 
show correct usage in every day busi- 
ness, a number of sample pages from 
rating manuals are also reproduced. 

A limited number of the sets, Mr. 
Haskell said, will be furnished univer- 
sity students and teachers as part of 
the Alliance’s overall program to sup- 
port university insurance education. 
“The demand for trained personnel,” 
he said, “has never been greater. Broad 
and rewarding career opportunities are 
constantly opening in insurance for 
trained young men and women. As 


Pennsylvania Agents 
Reelect Zwinggi Pres. 


OTHER OFFICERS HELD OVER 


Resolution Condemns Unilateral Action 
by Company on Commissions; 
Directors Are Elected 


William J. Zwinggi of Pittsburgh was 
reelected president of the Pennsylvania 
Association of Insurance Agents at the 
62nd annual convention at Wernersville 


recently. Other officers continued in 
office are vice presidents, Harold C. 
Aulenbach, Reading, and Edwin D. 
Peake, Philadelphia: treasurer, C. M. 


Harrisburg; 
ger, Frank D. Moses, 
state national director 
White, Allentown. 

New members of the board of directors 
are: Robert R. Clements, Milton; Llewl- 
lyn F. Dryfoos, Hazleton; Walter G. 
Mast, Reading; Kenneth O. Smith, Erie; 

10} eB Trimbur, Pittsburgh; Joseph C. 
Williams, New Castle; Lester P. Wil- 
liamson, Grove City, succeeding the fol- 
lowing: Ralph C. Bloomstine, Erie; Wm. 
H, Jackson Dawson, Milton; L. L. Liv- 
ingston, Franklin; George F. Loder, 
Reading. 


Thumma, secretary-mana- 
Harrisburg, and 


Morton V. V. 


Action on Commissions 


Registration at this meeting was close 
to 300 agents and company representa- 
tives. At the closing session the follow- 
ing resolution on unilateral company ac- 
tion on commissions was adopted: 

“Whereas a prominent underwriting 
group, notwithstanding the continued ob- 
jection of both our National Association 
and our state ass¢ ciation to the reduction 
of agents’ commissions without consulta- 
tion between both parties to the 
company-agent contract, has seen fit to 
reduce agents’ commission without such 
consultation, asserting that such action 
was based on rising losses on a particular 
class of automobile insurance and, 

“Whereas agents themselves continue 
to experience rising costs in their han- 
dling of company business. 

“Now therefore be it resolved that the 
Pennsylvania Association of Insurance 
Agents raise its voice once again in 
protest to such action, at the same time 
calling attention of the companies to 
the fact that under the present statutes 
governing rate regulation in this busi- 
ness, all underwriters have the privilege 
of obtaining approval of the regulating 
authorities for the application of ade- 
quate rates of insurance in all classes.” 

Manager Frederick W. Doremus of the 
Eastern Underwriters Association out- 
lined the public relations program which 
will be tried out by the Pennsylvania 
Association through local boards. The 
EVA will work through the four Penn- 
sylvania field clubs, which are the An- 
thracite Field Club, Pennsylvania Field 
Club, Smoke and Cinder Club of Pitts- 
burgh and the Underwriters Club of 
Philadelphia. 


American Names Connary 
Special for Connecticut 


American Insurance Group. of 
Jersey announces appointment of 
Connary as special agent for 
Connecticut, to be associated with Spe- 
cial Agents Harold E. Shipmaker and 
Richard B. Combs in servicing that terri- 
tory. 

Mr. Connary is a native of Maine. He 
served in the Navy during World War 
II, and following his discharge he at- 
tended the University of Maine, grad- 
uating in 1950. He joined the American 
during the same year, being assigned for 


The 
New 
Joseph P. 


training to the advanced class at the 
home office. Following completion of 
the required course of study, he re- 


ceived actual experience in the several 
underwriting and service departments. 





university insurance education  in- 
creases, trained personnel will become 
more available. Improved insurance 
service to the public will be the end 
result.” 
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MASS. BARS INSTALLMENTS 


State Supreme Judicial Court Says Laws 
Do Not Permit Such Payments; No 
Ruling on Merits 

Without deciding on the merits of the 
installment premium plans of the Insur- 
ance Company of North America or of 
the Liberty Mutual Fire of Boston, the 
Massachusetts Supreme Judicial Court 
has affirmed orders of former Insurance 
Commissioner Charles 'F. J. Harrington 
refusing the companies the right to con- 
tinue these plans. 

With en to the North America 
the court holds that the company cannot 
appeal against the anti- installment rule 
of the New England Fire Insurance Rat- 
ing Association under Section 9 of the 
rating law. In the Liberty Mutual Fire 
case the court contends that the com- 
pany cannot accept installment premiums 
because a Massachusetts law requires 
mutual fire carriers to collect a_ full 
premium in advance in cash or in notes 
which are payable. 

The court stated that a deviation, such 
as the North America filed, must be from 
a rating rule or a rule affecting rates. 
The court holds that Rule 52 is not a rat- 
ing rule but a complete prohibition of 
installment selling. It does not attempt, 
said the court, to regulate charges for 
permitted extension of credit. Accord- 
ingly that rule cannot be the subject of 
an applic ation for permission to file a 
deviation. 





Puerto Rican Agent on 
Visit to ATU Headquarters 


Manuel San Juan, who was one of 
American Intern: ational Underwriter’s 
first producing agents in Latin Amer- 


York recently 
manages the 


ica, paid a visit to New 
from Puerto Rico. AIU 
foreign business of 11 American stock 
companies and the Manuel San Juan 
Co., in San Juan, Puerto Rico, is gen- 
eral agent for one of them, the Han- 
over Fire, writing fire and marine insur- 
ance. The agency also writes life in- 
surance for the United States Life. 

Mr. San Juan also owns an agency 
called Insular Underwriters Corp., which 
represents the Commercial of Newark, 
N. J., and the Pacific National Fire, both 
managed by AIU abroad. 

Mr. San Juan said that his agency ex- 
pected to write 25% of the island’s busi- 
ness this year although there were 42 
licensed insurance companies oper rating 
in Puerto Rico. The agency was first in 
fire and marine volume, and fifth in life, 
he said. 


NEW JERSEY WOMEN MEET 
The Insurance Women of New Jersey 
met for dinner, Thursday, October 25, 
at the Essex House in Newark. Speak- 


ers were Drew C. Briner, General Ad- 
justment 3ureau, and S. Gage Lewis, 
Fire Insurance Rating Organization. 


They spoke on “Fire Rule Changes and 
Loss Adjustment.” 
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Old Rough 
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SOLDIER IN THE WHITE HOUSE 





Sitioaled in war, not politics, Zachary Taylor 
had never even voted in a major election when he 
entered the presidential campaign of 1848. He disliked 
political parties and at first insisted on being a non- 
partisan candidate. The official notice of his nomination 
was sent to the dead-letter office with a quantity of 
mail on which the parsimonious Taylor refused to pay 





postage. (Prepaid postage was not yet in regular prac- 
tice.) Unofficial word reached him via Mississippi 
steamboat while he was at his Louisiana plantation. 
Summoned to the landing by the passengers’ shouts, 
he quietly received their congratulations. 

Taylor was born in Virginia in 1784 but nine months 
later his family moved to Kentucky and soon after their 


The Home, through its agents and 
brokers, is America’s leading 
insurance protector of American homes 
and the homes of American industry. 





arrival built a comfortable brick house near present- 
day Louisville. This home where Zachary spent his boy- 
hood is now privately owned. Before he could read or 
write young Zachary learned the ways of the frontier 
and to be constantly on guard against hostile Indians; 
each night the house was barricaded and the family 
armed. 

Taylor’s forty years as an army officer coincided 
with the critical period of American expansion and 
took him the length and breadth of the country. During 
the Black Hawk War while he was stationed at Fort 
Crawford, Wisconsin, his daughter Sarah Knox Taylor 
and Jefferson Davis became engaged. Despite Taylor’s 
violent opposition the young couple were married, but 
the lovely bride died a few weeks afterwards. 

Although the army was Taylor’s career his greatest 
joy was farming and he preferred old clothes to a 
uniform. He acquired the sobriquet Rough and Ready 
during the Seminole War in Florida, and it was an 
apt description. He became a major general but he 
remained simple and unassuming, displayed reckless 
disregard for danger and insisted on sharing the rugged 
life of his troops. When the Mexican War ended he had 
not slept under a roof for two years or seen any member 
of his family. 

As the hero of Buena Vista, Taylor was persuaded 
to run for President and was elected in a five-cornered 
contest but he died in 1850 after only sixteen months 
in office. 
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Security Bureau Fights Pilferage 


(Continued 


by the railroad companies and trucking 
interests. 
Insurance Viewpoint 

Discussing theft and pilferage from 
the viewpoint of a marine underwriter, 
Vice President Miller of the North 
America Companies said that it is only 
within the last 25 years that marine un- 
derwriters have actively attempted to 
improve their risks. Prior to that, he 
added, these men took the attitude ‘that 
loss prevention was not their business, 
and he expressed sharp disagreement 
with this view. 

Mr. Miller told of steps taken to com- 
bat losses by reducing reimbursement 
with the idea in mind that if shipper or 
consignee were not being paid top value 
they would be more interested in pre- 
vention of pilferage i 1 
be obliged to provide better packing pro- 
tection and consignees take delivery more 
promptly. 

It would be impertinent, he conceded, 
for underwriters to try to force better 
packing by requiring unreasonable stand- 
ards, but by recommendation the same 
end might be accomplished, he said. He 
noted a disagreement among underwrit- 
ers as to how far they might go in 
measures of loss prevention, but added 
that the tremendous increase in such 
losses following the war made all under- 
writing circles interested in the problem. 

As an example of loss prevention, Mr. 
Miller praised the work of the Security 
Bureau, a private organization of mari- 
time interests in the Port of New York. 
He said the bureau had clearly demon- 
strated the effectiveness of its methods 
and added that its recommendations have 
been given widespread circulation. 

The speaker discussed problems of the 
underwriter such as late reports on losses 
and the long series of movements that 
cargo must make, and urged greater co- 
operation among all parties involved in 
the movement of goods. He asserted that 
complete cooperation of all carriers with 
the enforcement agencies and with the 
Security Bureau is the most essential 
consideration of the problem. 

Mr. Miller noted steady progress in 
combatting theft and pilferage and ex- 
pressed the opinion that fair rates com- 
bined with active loss prevention services 
in the interest of clients and the general 
public, will keep the American marine 
insurance market strong. 

Suggestions From FBI 

Mr. Hargett of the FBI asserted that 
the picture of New York’s waterfront 
is not all romantic—that it has a very 
depressing aspect. He said the high value 
type cargo that comes through this port 
is attractive to the ugly parasite who 
preys on this commerce. He included 
in his address a description of the vari- 
ous steps and the various agencies that 
are concerned with the theft of goods 
from a pier, and he added the opinion 
that often the looting appears to be 
systematized and the result of planning 
and teamwork. 

“So long as a criminal record is a 
passport to employment on the piers, 
Mr. Hargett declared, “crime is going to 
be one of the principal commodities 
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handled through this port. How can there 
be any diminution in thievery while 
thieves continue to be hired without 
prejudice—and even, at times, with pref- 
erence.” 

As a protective step, the FBI men sug- 
gested the use of secret marks or identi- 
fying characteristics for items in a ship- 
ment of valuable cargo so that identi- 
fication of the stolen property can be 
established. He said the war against 
waterfront criminals must be carried on 
relentlessly, with the utmost teamwork 
between the shipping industry and the 
enforcement agencies. 

Mr. Hargett expressed the opinion 
that New York’s waterfront can be 
cleaned up, and he said that goal must 
be achieved ultimately. 

Role of Federal Government 

Mr. Lane pointed out in his paper 
that the Federal Government has con- 
current jurisdiction with local authorities 
in prosecution of all cases involving theft 
and pilferage from the waterfront and 
that the amount of the theft is of no im- 
portance as far as jurisdiction is con- 
cerned, It is a consideration as far as 
sentence is concerned in that there is 
a maximum sentence that can be im- 
posed on thefts of $100 or less, namely 
$1,000 fine or a prison sentence of one 
year, whereas if the merchandise stolen 
or received is valued at more than $100 
the maximum sentence is a fine of $5,000 
or a prison sentence of 10 years. 

Mr. Lane said the Interstate Com- 
merce Section of the U. S. Criminal Code 
clearly covered theft of merchandise 
from piers and other harbor facilities 
as such merchandise is moving in either 
interstate or foreign commerce. 

Successful prosecutions are the result 
of complete team work between the 
steamship companies, investigative agen- 
cies and the prosecutor’s office, Mr. Lane 
said that the Security Bureau, Inc. is 
performing an outstanding service in 
behalf of its members and on innumer- 
able occasions had rendered invaluable 
assistance not only to the FBI but also 
to the U. S. Attorney’s office and the 
local police authorities. Mr. Lane stated 
that the monies that were being con- 
tributed by the members of the bureau 
to its operation was money that was well 
spent. 

Identifying Stolen Goods 

He declared that one of the important 
problems that every prosecutor’s office 
faces in prosecution is identification of 
the stolen merchandise. If the mer- 
chandise cannot be identified, then even 
if a_ thief upon arrest confesses, in 
many cases it is necessary to discon- 
tinue prosecution. He suggested that 
secret marks on merchandise might be 
the answer; that on many items there 
was no problem, for example canned 
goods, cosmetics, jewelry, watches and 
cameras secret marks could be added to 
the item. 

However in the case of piece goods it 
might be necessary that the mark appear 
at interval in the roll. This might mean 
that these marks could only be placed 
on the salvage in order to destroy the 
value of the material and that such 
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a program would require complete co- 
operation of the manufacturer, shipper, 
and the steamship company as_ un- 
doubtedly such a program would a 
some additional costs. The loss occa- 
sioned by such marking would be slight 
and would be more than compensated by 
the successful identifications made pos- 
sible. 

Mr. Lane also said that from a 
psychological standpoint it might act as 
a real deterrent as many thieves would 
be unwilling to steal and receivers would 
be unwilling to buy if they realized that 
the merchandise, despite its removal 
from the original containers, could, in 
fact, be identified. Such a program would 
require an educational campaign with 
shippers, manufacturers and steamship 
companies cooperating. He recommended 
that perhaps the insurance interests 
could have a different premium rate for 
merchandise bearing secret marks. 

Represented in the security bureau 
are insurance, steamship, motor carrier, 
dry dock and repair, harbor transporta- 
tion, towboat and _ stevedore interests. 
John C. Hilly is executive vice president. 
Henry C. Thorn, New York manager ‘of 
the North America, is treasurer. 


Insurance representatives on the ex- 
ecutive committee are J. A. Bogardus, 
chairman, Atlantic Companies, and 
Harold Jackson, president, Wm. H. Mc- 
Gee & Co. Wallace C. Damon, Jr., 
Atlantic Mutual, serves on auditing com- 
mittee and others on the board of di- 
rectors representing insurance and 
P. & I. agencies include John C. Mon- 
roe, of his own office; Owen E. Barker, 
Appleton & Cox, ek and William A. 


Mueller Named Assistant 
California Commissionet 


Insurance Commissioner John R. Ma- 
loney of California has announced ap- 
pointment of C.,Albert Mueller of San 
Francisco as chief assistant Commis- 
sioner. 

Mr. Mueller is a native of San Fran- 
cisco, and has been engaged in the in- 
surance business for many years. He 
was with the Fireman’s Fund for 20 
years, then with Finn-Smith & Med- 
craft, Inc. Later he was general mana- 
ger for the Sequoia Insurance Co., re- 
signing approximately a year ago to en- 
ter the agency business for himself. He 
served during World War II in the 
Army, returning to the insurance in- 
dustry on his discharge. 


Scottish Union Special 


John Newlands, general attorney of 
the Scottish Union & National and 
president of the American Union of New 
York, announces appointment of Eugene 
W. Todd as special agent to supervise 
Illinois, excluding Cook County. Mr. 
Todd is a native of Indiana and a World 
War. II Army veteran. He has had rat- 
ing bureau training and has his head- 
quarters at A-1113 Insurance Exchange 
3uilding, Chicago. 





Bonner, Chubb & Son. Forty insurance 
companies or organizations are members 
including six protection and indemnity 
associations with headquarters in Eng- 
land. 
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a COAST GUARD — In times of peace and war the 
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rescue and salvage feats since 1790 are historic. Through 
raging seas, ice bound waters and fog, men of the Coast 
Guard pursue their courageous and efficient rescues. 
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Insurance Protection for over 114 years. 
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AETNA ADVANCES TWO 





Goslee Made Inland Marine Superin- 
tendent and John G. Mackey, Jr., 
Marine Agency Supervisor 
Two promotions in the inland marine 
department of the Aetna Insurance Co. 
and its fire subsidiaries have been made 
today by Vice President George G. 
Quirk. Malcolm R. Goslee, marine 
agency supervisor, is advanced to inland 
marine superintendent, and John G. 
Mackey, Jr inland marine underwriter 

is named marine agency supervisor. 

Mr. Goslee went to the Aetna in Janu- 
ary. 1937. He worked in the automobile 
department until 1940 when he was 
transferred to the inland marine de- 
partment. From 1943 to 1946 he was 
given a leave of absence to serve as a 
special agent for the Federal Bureau of 
Investigation. In 1949, three years after 
he resumed his duties in the inland ma- 
rine department, he was named marine 
agency supervisor. A native of Wind- 
sor, Conn., and a graduate of Loomis 
School and Trinity College of Hartford, 
Mr. Goslee also holds a degree from the 
Hartford College of Insurance. 

Mr. Mackey joined the home office of 
the Aetna in March, 1936, as an under- 
writer in the southern department. When 
the Dallas, Texas, inland marine under- 
writing office was opened in 1938, he 
was transferred to that office as special 
agent in the territory under its supervi- 
sion. He was recalled to the inland ma- 
rine department of the home office in 
1949. 

A native of Valdosta, Ga.. Mr. Mackey 
was educated at Culver Military Acad- 
emy and the University of Florida. Be- 
fore going to the Aetna he was em- 
ployed for four years by a mercantile 
firm in Tampa, Florida, and he spent 
two years with the Pratt & Whitney 
Aircraft Co. of East Hartford. 


FEDERAL HEARING NOV. 16 


Insurance Commissioner Waldo Cheek 
of North Carolina has announced post- 
ponement of a hearing called to discuss 
the Federal Insurance Co.’s deductible 
fire insurance plan. Mr. Cheek said the 
hearing, originally scheduled for Octo- 
ber 16, will be held November 16. 


AMA Program Issued 


(Continued from Page 22) 


members of the insurance planning coun- 
cil, who include: 

Henry Anderson, manager, insurance 
department, United Paramount Theatres, 
Inc.. New York; R. S. Bass, treasurer, 
A. E. Staley Manufacturing Co., Deca- 
tur, Ill.; Kenneth C. Bell, vice president, 
Chase National Bank, New York; A. L. 
Benjamin, director of insurance, Cincin- 
nati Gas & Electric Co., Cincinnati; E. 

. Berquist, insurance manager, Pure 
Oil Co., Chicago; J. F. Burke, vice presi- 
dent and manager, Coast Service Co., 
San Francisco. . 

P. M. Chiuminatto, secretary and 
treasurer, Hoberg Paper Mills, Green 
Bay, Wis.; Ernest J. Clark, assistant 
treasurer, J. C. Pinney Co., New York; 
Marshall B. Dalton, president, Boston 
Manufacturers Mutual Fire Insurance 
Co., Boston; Peter Drake, insurance di- 
vision, W. T. Grant & Co., New York; 
Lewis E. Eldridge, real estate and in- 
surance manager, Collins & Aikman 
Corp. Philadelphia; Russell B. Galla- 
gher, manager, insurance department, 
Philco Corporation, Philadelphia. 

Roy L. Jocobus, manager, insurance 
department, Ford Motor Co., Dearborn, 
Mich.; William F. Lund, Pittsburgh; 
Bert Nichols, assistant secretary, Stand- 
ard Oil Co. (Ohio) Cleveland; Elias W. 
‘olley, comptroller, Funk Brothers Seed 
G,, Bloomington, Ill.; Walter M. Shel- 
don, vice president, W. A. Alexander & 
Co., Chicago; Herbert P. Stellwagen, ex- 
ecutive vice president, Indemnity Insur- 
ance Co. of North America, Philadel- 
Phia; and Frazier Wilson, manager, in- 
surance division, United Air Lines, Chi- 
cago, 


INSURANCE FIRMS 
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42 story height- limit buildings 
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Here are just a few of the reasons... 


e CONVENIENTLY LOCATED— JUST WEST OF 
THE AMBASSADOR HOTEL 


e 1400 CAR PARKING AREA 

e COMPLETELY AIR CONDITIONED 
@ LARGE OR SMALL SPACE 

@ REASONABLE RENT 


Prominent insurance firms who have leased space are: 


@ ATLANTIC MUTUAL INSURANCE COMPANY 
@ CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 
@ FIREMAN’S FUND GROUP @ PACIFIC INDEMNITY COMPANY 
@ SWETT & CRAWFORD @ TOPLIS & HARDING, WAGNER & GLIDDEN 
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Honored by Society of 
American Legion Founders 





Pach Bros. 
HERBERT A. PAYNE 


Herbert A. Payne, director, vice pres- 
ident and secretary of the Home Insur- 
ance Company, has been unanimously 
elected a member of the national execu- 
tive committee of the Society of Amer- 
ican Legion Founders. The society is a 
military order conferred and authorized 
by the United States‘ Army and is com- 
posed only of those who attended the 
Paris caucus in 1919, at which time the 
American Legion was formed. 

Mr. Payne’s military service started 
when he joined the Fifth Regiment of 
the Maryland National Guard as a pri- 
vate and went down to the Mexican 
border with the regiment in 1916. He 
remained in the service and during 
World War I rose to the rank of cap- 
tain in the 29th Division. He served 
in all major campaigns in which the 
division engaged in Europe and was 
awarded the Verdun Defense Medal. 

After the war Mr. Payne served as 
captain of military police in Paris. He 
was selected as a representative of his 
division to attend a meeting in Paris 
at which the American Legion was 
founded. 


Blegen General Adjuster 
America Fore Fire Cos. 


President Frank A. Christensen of the 
America Fore Group has announced ap- 
pointment of John N. Blegen as general 
adjuster of the fire companies of the 
group at the home office in New York. 

Mr. Blegen is being transferred from 
the Western department America Fore 
office at Chicago where he has been 
assistant general adjuster for a number 
of years. He has been associated with 
America Fore since 1930 and most of the 
intervening time has been spent in the 
loss department at Chicago with the 
exception of two and a half years with 
the U. S. Army during World War II. 


Brokers Endorse Move 


For $50 Auto Deductible 


Endorsement of the position of the 
Association of Local Agents of the City 
of New York on the application of an 
optional $50 deductible on the basic 
comprehensive automobile coverages, was 
given this week by the Greater New 
York Insurance Brokers’ Association, 
Inc. 

In a statement setting forth the stand 
of the brokers’ association, President 
Herbert J. Pohs said that “common 
sense dictates that the small maintenance 
type of loss—the nuisance loss—cannot 
be considered as a proper subject for 
insurance.” He said insurance is designed 
to cover a person for losses he could 
not himself afford to sustain. 
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Capt. E. J. Dillon Dies; 
Police Auto Squad Head 


RETIRED IN NOVEMBER, 1946 





One of Ablest Detectives in New York 
He Directed Breaking Up of Many 
Gangs of Car Thieves 





was held 
Andrew Avellino 


A solemn requiem mass 
Tuesday morning at St. 
R.C. Church in Flushing, Long Island, 
for Edward J. Dillon, retired acting cap- 
New York Police who head- 
automobile theft squad for over 


tain of the 
ed the 





EDWARD J. DILLON 


Captain Dillon died last Satur- 
home in Flushing 


He was 


25 years. 
day morning at his 
after an illness of three months. 
70 years old and had been retired since 
November, 1946. For about a year before 
that he had not been in the best of 
health due to an accident. 

Many insurance men_ were 
friends of Capt. Dillon. He was not only 
one of the country’s most famous auto 
thief catchers but also a man whose 
genial personality and willingness to co- 
operate with insurance companies had 
heen long acclaimed. He was instrumen- 


close 


tal in the arrest of many hundreds of 
car thieves and in the recovery of thou- 
sands of stolen automobiles. Part of his 


success came because of his knowledge 
of the city and his acquaintance with 
different population types and their char- 


acteristics. 
Started as Patrolman 
A native New Yorker 


joined the Police Department at the East 
Fifty-First Street Ste ition. There, as a 
patrolman he made his first contacts with 
the Times Square Sect or. Later he was 
made a detective in the old third branch 
detective bureau at 116th Street between 
Second and Third Avenues, where he 
had lots of opportunity to become ac- 
quainted with gang operation. Next he 


Capt. Dillon 


went into the detective branch at 123rd 
Street near Manhattan Avenue. 
When the detective bureau branches 


were discontinued Capt. Dillon was as- 
signed to the Forty-seventh Street Po- 
lice Station after which he was promoted 
and put in ‘charg re of detectives at the 
West 100th Street Station. There he be- 
gan to concentrate on automobile thefts 
which were numerous. 

An automobile squad was formed in 
sige with Dillon in charge with the rank 
of sergeant. Later he became a lieuten- 
ant and after that for. many years was 
acting captain. His fine work attracted 
the apiresee: of insurance men and _ he 
spoke at agents’ conventions in Buffalo 
and St. ‘P aul on auto thefts. He attended 
numerous meetings of insurance men 
in New York City and developed manv 
close friendships in the insurance field. 
The only immediate relative surviving 
Capt. Dillon is his wife, Mrs. Charlotte 
A. Dillon. 


NEW YORK POND MEETS 





Committee Heads Named by Most Loyal 
Gander Sheldon; Report Made on 
Grand Nest Gathering at Phila. 

First meeting of the season of the New 
York City Pond of Blue Goose was held 
recently at Meyer’s Hotel in Hoboken, 
where numerous dinners have’ been 
scheduled in the past. Walter Sheldon, 
newly elected most loyal gander and 
Newark manager of the Niagara Fire, 
presided There was a large turnout 
of members and guests. 

At the business session following din- 


ner the following committee appoint- 
ments were announced: 

Advisory, William T. Murphy, past 
most loyal gander, and George P. Al- 
biez, PMLG. 


Blue Goose News, Robert Waldron. 
Education and project, George D. Vail, 
Jr. 
~ Entertainment, 
Fellowship Fund, 
PMLG. 
Finance and auditing, 
Golf, Carl Fry. 
Insurance, M. (¢ 
Membership, William M. 
and George Martin, PMLG. 
Memorial, Fred Bross, PMLG. 


Stumpf. 
Murphy, 


Robert F. 
William T. 


J. F. E. Wood. 


Buchenberger. 


Witsell, Jr., 


Publicity, Charles J. Unger. 
Ritual, George P. Albiez, PMLG. 
Visiting, Philip Winchester, PMLGG. 


Reporting on the recent grand nest 
meeting in Philadelphia, Mr. Sheldon 
advised that Mr. Murphy had lost the 
election for the post of grand keeper 
by four votes, the final ballot account- 
ing for 47 votes for Mr. Murphy and 51 
votes for the successful candidate, Rob- 
ert L. Wiseman of Washington, D. C. 


With regard to the much debated 
change in the constitution and by-laws 
of the order due to the advent of mul- 
tiple line underwriting, a resolution was 
finally adopted calling on H. O. Wolfe, 
the judge advocate, to prepare a suit- 
able amendment for consideration at the 
1952 grand nest meeting. The resolu- 
tion is to provide for a change in the 
requirements from “principal” portion 
of the applicants income to be derived 
from the fire insurance business to “sub- 
stantial” portion of the income. The 
general feeling was that the fire char- 
acter should be retained but broadened 
to some extent to conform to multiple 
line developments. 

The next meeting of the pond will be 
in New York City on December 5. March 
14 has been selected for the annual 
dance to be held at the Maplewood 
Country Club in Maplewood, N. J. 


TEXAS RATING EXPLAINED 





Commissioner Brown Outlines System 
of Debits and Credits Based on 
Town Loss Experience 


According to Fire Insurance Commis- 
sioner Paul H. Brown, Texas, has one 
of the nation’s fairest systems of set- 
ting fire insurance rates. “Rates for 
1952 will save Texas policyholders an es- 
timated $2,303,000, making a two-year 
cut of more than $4,000,000,” Commis- 
sioner Brown declared. 

He pointed out that base rates y;: ary 
among Texas towns according to fire 
losses and fire protection systems. Rates 
also vary according to type of construc- 
tion and the use to which each building 
is put. 

The Commissioner said that 516 towns 
have insurance premium credits, ranging 
up to 25%, because of good fire records; 
while 113 pay penalties up to 15% for 
poor record. 

“Lack of knowledge of insurance laws 
sometimes brings charges that there are 
inequities in dwelling rates, as compared 
to mercantile building rates,” Brown 
continued. “We applv the same yard- 
sticks and the same rate- making system 
to every class,” he declared. “Earned 
premiums of insurance companies are 
used in making rates, rather than writ- 
ten premiums.” 
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There’s proper equipment for every job. 
Yours is knowledge. Yes, it takes 
knowledge to answer questions such as 


the one this agent poses — 


“My customer operates an automobile 
accessory store and service garage. I sold him 
a $3,000 Open Stock Burglary insurance 
policy which contained a 60% coinsurance 
clause. He sustained a burglary loss 


which amounted to $2,000 of 


merchandise and $1,000 of his shop tools. 
An inventory after the loss showed 

he still had $1,000 in merchandise which 
the burglars passed up and $2,000 in tools. 
Regardless of the coinsurance clause, 


I think my insured should collect 
$3,000. But will he?” 


Think you can handle it? 


Open Stock Burglary insurance is good 
business—too good for you to miss. Sharpen 
your knowledge of this line with our latest 
Ask the 


issue of “True or False.” 
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Ackerman Advocates 
Program of Research 

FIVE MAJOR FIELDS OPEN 

Univ. of Connecticut Dean Says Man- 


ag t R ch Can Help Solve 
Many Serious Problems 





Research can be the strong right arm 
of the insurance executive today and 
through the stresses ahead Laurence J. 
Ackerman, Dean of the School of Busi- 
ness Administration of the University of 
Connecticut, said in a talk before the 
Middle Atlantic Chapter of the Char- 
tered Property Casualty Underwriter 
group at Philadelphia. Holding that the 
lack of proper research facilities consti- 
tute an acute problem in the property in- 
surance field Dean Ackerman expressed 
the hope that the CPCU group will lend 
its weight to a program of developing 
areas of research. 

Dean Ackerman sees five major fields 
of research ahead. These five fields are 
as follows: research in home and branch 
office management, research in market- 
ing, research in personnel and training, 
research in public relations, research in 
economic problems that impinge directly 
and indirectly on our business. 


Home and Branch Offices 

“Obviously,” said Dean Ackerman, 
“time doesn’t permit me to explore each 
of these areas with any degree of pene- 
tration or depth, but I would like to 
look with you into each of these fields. 

“In the home and branch office man- 
agement segment of our reasearch 
gamut, we set as our objective an in- 
crease in productivity and efficiency, and 
a decrease, or at least control of costs 
in both the home office and the field 
offices. 

“Fire and casualty companies at the 
present time are faced with a number of 
serious problems, all of which point to 
the need for more intensified manage- 
ment research. Some of these are: 

“Fire and casualty insurance compa- 
nies today are faced with higher costs, 
such as higher salary levels, rents, taxes, 
miscellaneous office expenses, as well as 
the added costs of employe welfare pro- 
grams, Group insurance, medical care, 
pension programs, to name a few. These 
companies, therefore, are experiencing 
a rising expense ratio both in relation to 
total premiums and to absolute dollar 
value. 

“The cost of insurance supervision was 
considerably increased by the enactment 
of rate regulatory and similar laws. This 
trend, accelerated by the SEUA decision, 
is more likely to continue to increase 
rather than diminish. 

“The enactment of uniform accounting 
laws under Regulation 30 will stimulate 
demands by State Insurance Depart- 
ments to obtain analyses and_ break- 
downs of company operating costs. Many 
figures are being requested for the future 
which had not been required before. 
(The recent requirements of graduation 
of expense by size of risk is a good ex- 
ample.) 

Squeezed by Rising Costs 


“Property insurance companies during 
the past had one saving grace in the 
fact that as rates were increased, ex- 
pense funds also could be increased. 
But now, while operations’ costs con- 
tinue to ascend, the companies will 
hardly be able to continue to absorb this 
tise by a corresponding increase in the 
expense portion of their rates. 

“Perhaps most important of all is the 
fact that the insurance business is fac- 
Ing a growing consciousness on the part 
of the public that all insurance is in the 
nature of a public service, and should 
be provided, therefore, at a minimum of 
expense. The steadily mounting costs 
of fire and casualty insurance are caus- 
ing increased pressure by the public to 
secure lower rates, and this attitude is 
expressed by the public’s representatives 
in the several state insurance depart- 
ments. 

“Where will our research activities 
lead us?” Dean Ackerman asked. “They 


will lead to methods work of all types. 
We will strive to standardize costs and 
procedures and to measure their effec- 
tiveness against realizable goals. For 
example, in the field of forms, how can 
we achieve simplification and unification 
of forms? What are the obstacles to 
renewal certificates and how can we 
overcome them? 

“In the field of underwriting, should 
we centralize or decentralize it? Are we 
handling our reinsurance effectively ? We 
would explore carefully the use of auto- 
matic and semi-automatic office machines 
as a path to cost reduction. 

“All methods can be improved. Some 
of you may remember Lincoln Steffens’ 
bequest to his son—the thought that the 
world has not yet seen the perfect fau- 
cet. The perfect story is yet to be writ- 
ten, and the perfect picture painted. 
Everything is subject to improvement— 
a vital challenge to our industry. 

“Our motto should be: Are we carry- 
ing on our management duties in the 
best possible way in the light of current 
conditions? Some methods men _ have 
tended to fall into the error of thinking 
that the newest method devised should 
be beyond improvement. A truly scien- 
tific approach would recognize that it is 
probably the best that can be found for 
the present. Suggestions for its further 
simplification are to be sought continu- 
ally, and experiments made repeatedly. 
As each method is standardized, it 
should be done with the idea that it 
is the best method known at the time 
and under the prevalent conditions. But 
it does not preclude the later develop- 
ment of a better method. 


Research in Insurance Marketing 


“The application of research to prob- 
lems relating to the distribution of fire 
and4easualty insurance are so many that 
almost every phase of the sales picture is 
involved. Specifically, the following are 
some of the areas in which research 
would be most profitable: 

“Study of the nature of the market— 
present and potential. 

“There is a great need for continuous 
national market study of property insur- 
ance. This would have to take into ac- 
count such factors as: The quality of 
the market, present buying habits and 
needs, protection, present coverage for 
various lines of insurance, and probably 
future needs, both as to amounts and 
types. 

“Each of these factors deserves full 
separate treatment in the process of pin- 
pointing or defining the market and can 
again be subdivided into such fine shades 
of marketing potentialities as: Number 
of probable customers in a given test 
area; characteristics of customer as to 
age, occupation, education, proportion of 
income available for insurance; relation 
of insurance to consumer savings and 
income; and so on. 

“Market research could develop infor- 
mation on the appropriate types of mar- 
kets available for various coverages for 
both businesses and personal, individual 
buyers. The growing tendency toward 
multiple line underwriting has intensified 
the need for this type of market re- 
search. While individual companies have 
launched packaged policies, little is 
known about the market for such pro- 
tection. These detailed kinds of studies 
parallel, in many respects, the research 
carried on successfully by many firms 
selling consumer products,’ Dean Acker- 
man stated. 

“The traditional method of setting up 
a distributive force by simply going out 
and finding salesmen to handle the line, 
hoping that they will find enough cus- 
tomers to survive, has slowly given way 
to the newer approach based on research. 
First, a survey of the potential market 
available is made. The second step is 
the careful selection and establishment 
of the distributive force in relation to 
that market. The market thus becomes 
the key to the number, personality, char- 
acter, training and development plans of 
whatever distributing force is selected. 
The same methods which have been suc- 
cessful in industrial research can be ap- 
plied to property insurance by first de- 
fining and appraising the potential mar- 


ket, and then finding the men best equip- 
ped to develop it. 


Study of Sales and Sales Quotas 

“A thorough analysis of present sales 
combined with a study of the market 
and its characteristics would provide a 
guide to the ever-increasing problem of 
the number of agents any particular 
company should appoint in a given terri- 
tory. Furthermore, it would supply un- 
derlying information as to the need for 
certain types of coverages in certain ter- 
ritories, what coverages should be pushed 
and at what time this particular drive 
should be conducted so as to make it 
coincide with public demand. This re- 
search concerns itself with all phases 
of sales analysis by territory, location, 
size and type of agency, etc. It further 
involves an appraisal of sales opportuni- 
ties including the setting of quotas and 
forecasting of sales. 


Sales Management and Methods 

“Much of the present high cost of 
insurance sales is due to the hit-or-miss 
methods employed in sales management. 
Research is needed in every area: (a) 
characteristics of successful field men; 
(b) recruiting; (c) training; (d) collec- 
tion; (e) retention of business; and (f) 
quality of business. Research is needed 
to determine what type of man is needed 
under what circumstances. Depth inter- 
views reveal characteristics which would 
show significant differences among suc- 
cessful men, mediocre, or unsuccessful 
men. Much work has been done by in- 
dustrial companies with aptitude tests, 
which could well be applied by property 
companies in weeding out recruits. Other 
types of research would involve the ap- 
praisal of the individual agent’s sales 
performance, measurement of agents’ ef- 
fectiveness, and determining factors on 
which standards can be based,” continued 
Dean Ackerman. 

“Research can help the individual local 
agent, who often feels far removed from 
company attention and consideration, by 
providing him with a series of interview 
tools, panel suggestions, and devices for 
stepping up his sales techniques. An ex- 
ample would be the set-up of a sales 
methods index, made up of information 
on the agent’s prospecting, sales, and 
service methods. This would provide fun- 
damental information for supervision. 

“Tnsurance selling in the last few years 
has undergone a great change through 
the introduction of group selling. Re- 
search could determine new areas in 
which this technique could be applied. 
Effective integration between group and 
individual sales, the effect of these de- 
velopments upon individual agencies, and 
the profitableness for companies are all 
subjects for study. 

Study in Distribution Costs 

“Research is badly needed by property 
insurance companies to determine cost 
of obtaining new business, cost of re- 
newing old business, unit cost of selling, 
costs of agency turnover, etc. Many low 
premium policies cost the companies 
more to put on the books than is cov- 
ered by the amount obtained. The agents, 
further, cannot afford to solicit certain 
business, except as an accommodation. 
What is the minimum cost he incurs in 
putting anv business on the books ? What 
variations exist by line? What are his 
minimum costs in providing certain spe- 
cified, complete insurance services? 
What should these costs be? All these 
questions need study and research. 

“A most important problem relating to 
distribution cost is the amount and man- 
ner of agents’ compensation. To date, 
nobody has undertaken any basic re- 
search to find out (a) what the property 
insurance producer does, (b) what it 
costs him, (c) what hidden costs. the 
companies incur in helping him perform 
this function. Both fire and casualty 
companies seem generally agreed that 
the commission situation, as presently 
handled, is an untenable one. 

“Some of the commissions paid today 
on small premium business are inade- 
quate. On the other hand, commissions 
are excessive on many of the larger 
premiums. Following full discussions with 
producers we should, through research, 


determine what is adequate, but not ex- 
cessive, compensation for services per- 
formed, realizing the importance of this 
approach to sensible rate-making proce- 
dures. 

“Research in distribution cost could 
determine basic cost factors upon which 
an equitable commission schedule even- 
tually could be based. Furthermore, it 
would help the companies in setting up 
a basic distribution cost system, en- 
abling them to determine the exact 
amounts paid for certain functions per- 





formed—the first step in any cost re- 
duction process. 
“Marketing research is not. static. 


Since markets and policyholders’ needs 
constantly change, these activities in all 
their phases would have to be continuous 
in order to be successful. 


Research in Personnel and Training 


“What makes an ideal leader for an 
executive role? In some recent studies 
he shows up as one who places few de- 
mands upon the person he leads. He 
does not interfere with his freedom, and 
he is a group member and “one of the 
boys.” However, at the same time, he 
is perceived as ideally not a part of the 
group, as one who can do things for 
the group that the group cannot do and 
as one who gets things done. Is this 
the stereotype of an ideal leader in our 
business? We must do a tremendous 
amount of research in selection, training 
and upgrading of personnel,” Dean Ac- 
kerman continued. 

“The insurance business, because of 
the public service nature of its opera- 
tions, its size and economic impact, must 


be sensitive to public attitudes. Since 
public relations can be considered a 
two-way stream, the research can be 


divided into two areas: (1) research 
which interprets public opinion to the 
management, and (2) research which de- 
termines the best means of bringing the 
companies’ messages to the public. 

“In the first area, a continuous check 
on public opinion on issues most impor- 
tant to insurance companies would be 
kept. Several large utilities maintain a 
quarterly barometer to public opinion. 
The same procedure should be followed 
by property insurance companies. Break- 
downs by type of group or any other 
characteristic could be kept on a terri- 
torial basis. Issues such as desire for 
compulsory automobile insurance, satis- 
faction with claim settlements, attitude 
toward government control or owner- 
ship, demand for health insurance legis- 
lation, vary greatly by territory and also 
change over the years. For example pub- 
lic demand for Federal insurance regu- 
lation has shown variation between 30 
and 70% over the years. 

“Similar variation has been shown on 
many crucial issues facing fire and casu- 
alty companies, such as the demand for 
workmen’s compensation being under- 
written by the Federal Government. By 
studying the results of such periodic 
polls, companies would not only know 
public opinion but could anticipate the 
demand for certain legislation and pre- 
pare accordingly. They could, further- 
more, adjust their advertising and pub- 
licity procedures to attain maximum ef- 
fectiveness in meeting issues currently 
debated. 

“Not only would polls of the general 
public be of importance, but such serv- 
ices with regard to policyholders would 
be of equal value. Information from 
policyholders on issues such as satisfac- 
tion with agents’ services, claim settle- 
ments, understanding of coverages, etc., 
are all important data which would con- 
stitute valuable information to the com- 
panies for internal purposes as well as 
for their sales forces.” 


HEDGES STATE AGENT IN FLA. 

The National Union Fire has appoint- 
ed R. E. Hedges as state agent for west- 
ern Florida with headquarters at 18. Rut- 
land Building, Orlando. Mr. Hedges 
began his insurance career with the 
National Union in the Cook County de- 
partment in 1943. Subsequently he was 
appointed marine special agent. for 
Nebraska which position he relinquishes 
to accept the new assignment. 
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Europe Reports Gains in Removing 


Bars to International Reinsurance 


Discrimination from the reinsurance 
angle in Europe was discussed by Dr. P. 
Guggenbuhl, general manager of the 
Swiss Reinsurance of Zurich in a talk 
made before the recent meeting of the 
International Union of Marine Insurance 
in Switzerland. Dr. Guggenbuhl followed 
John T. Byrne of Talbot, Bird & Co. of 
New York, who stressed efforts being 
made in the Western Hemisphere, and 
elsewhere, to remove discrimination in 
marine insurance which is an offshoot of 
World War II and of conditions arising 
out of that war. The discrimination to 
which Mr. Byrne referred arises from 
restrictive legislation and ruling prevent- 
ing the free flow of insurance from one 
country to another. Discussing this and 
the situation in Europe Dr. Guggenbuhl 
said in part: 
Support for Byrne’s Views 

“The interesting remarks put forward 
by a citizen of the United States regard- 
ing the discrimination exercised in re- 
spect of marine insurance in the West- 
ern Hemisphere, and the efforts made 
to combat this, have been a source of 
surprise to us, as members of the Old 
World, inasmuch as we were of the be- 
lief that such difficulties were encoun- 
tered only on this side of the ocean. Mr. 
Byrne’s report has, therefore, aroused 
our keenest interest, and we have been 
gratified to see with what vigor the fight 
is being waged in the Western hemis- 
phere for the removal of those barriers 
which obstruct the free development of 
the insurance industry, and especially of 
marine insurance. 

“European insurers have every reason 
to congratulate their colleagues of North 
and South America on possessing a pro- 
fessional organization of international 
prestige which is in a position to raise 
an authoritative voice against any meas- 
ures hemming in the prosecution of in- 
surance activities. The general com- 
ments made by Mr. Byrne as to the ne- 
cessity of allowing the insurance indus- 
try full liberty to pursue its natural 
growth, a requirement in line with the 
interests of all concerned and of. all 
countries, truly echo our own sentiments. 

“We have fortunately today in the Old 
World reached that point where the ma- 
jor. difficulties opposing the development 
of international insurance, including ma- 
rine operations, have been surmounted, 
and we may now look back with a cer- 
tain satisfaction on this period of stress 
and strain. The struggle dates back in 
isolated cases to the pre-war years, nec- 
essarily becoming worse during the war 
and reaching a climax in the immediate 
post-war phase. 

“Apart from war-time legislation, 
which impeded or even entirely disrupted 
certain inter-state dealings, not excluding 
insurance and reinsurance relations, dis- 
criminatory measures in insurance are 
due to two main causes: supervisory and 
foreign exchange regulations. In using 
the term ‘discriminatory measures,’ we 
always mean, of course, the subordina- 
tion of foreign parties to nationals. 

“There is no doubt that there have 
been cases in Europe of unjust interven- 
tion on the part of state supervisory de- 
partments, in the form of discrimina- 
tion against foreign insurers by the im- 
position of more stringent licensing re- 
quirements, by abnormally severe se- 
curity and deposit stipulations, or by 
over-exacting rulings as to periodical re- 
porting. Generally speaking, however, it 


may be stated that European insurance 
has not in this respect had to cope with 
any fundamental difficulties; we may 
even say that the European supervisory 
authorities are in many ways more lib- 
eral than their counterparts in the New 
World, including the United States of 
North America. 


Foreign Exchange Legislation 


“The most dangerous source of re- 
strictions against inter-state insurance 
and reinsurance operations in Europe is, 
and was, however, primarily the eco- 
nomic policy followed by the majority of 
European countries, in particular their 
foreign exchange legislation. Both dur- 
ing and after the second world war, all 
national economies tended, to a more or 
less marked degree, towards a certain 
autarchy, which could only be reached 
by state intervention. The ultimate pur- 
pose was to influence the balance of 
payments, to boost the income side and 
force down the outgo figure. 

“Inter-state insurance and reinsurance 
transactions were frequently branded, by 
exaggeration, as responsible for 
‘hitches’ in the balance of payments, and 
were therefore subjected to energetic 
counter-measures. We were put through 
the whole scale of restrictions from a 
total ban on the writing of insurance and 
reinsurance business abroad down to the 
limitation of transfer facilities. 

“The competent authorities in many 
cases lost sight of basic economic rules. 
While they wanted to sell their particu- 
lar products to foreign countries they 
were reluctant to buy from those other 
countries, and the granting of insurance 
and reinsurance naturally falls under 
this heading. Such tendencies brought 
about more and more a negation of the 
principle of international trade, a dis- 
ruption of the exchange of commodities 
and those other services between the na- 
tions which ensure each country the en- 
joyment of the particular benefits of- 
fered by its neighbors,” Dr. Guggenbuhl 
said. 

“It was attempted, first of all, to cir- 
cumvent these difficulties by the conclu- 
sion of bilateral agreements, that is to 
say, by coming to a direct understanding 
between two specific nations. Such agree- 
ments afforded the best means of re- 
viewing and assessing the _ reciprocal 
services exchanged between two states. 
As a general statement, it may be said 
that the European governments in some 
way or other made allowance in these 
agreements for insurance and reinsur- 
ance, either by inclusion in clearing con- 
ventions or by means of special arrange- 
ments inherently linked up with the 
principal agreements. 

“There were, however, appreciable dif- 
ferences from one country to another, 
in that certain states entrusted the con- 
duct of negotiations to government offi- 
cials only, whilst others delegated insur- 
ance representatives. As a result of this 
bilateral procedure there arose, during 
and in particular after the war, a close 
network of international agreements of 
which hardly two were exactly alike. 


Progress Through OEEC 


“Tt was clear that this state of affairs 
could not, in the long run, give satisfac- 
tion, especially as the same applied to 
other economic relations. Further devel- 
opment therefore had to be sought in 
the conclusion of multilateral agree- 
ments, and this has now been realized in 
Western Europe by the OEEC—the 
Organization for European Economic 
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Cooperation—and the European Pay- 
ments Union. 

“While the European Payments Union 
furnishes participating states with the 
possibility of bridging balance of trade 
surpluses or deficits not exceeding cer- 
tain proportions of having recourse to 
loans or by resorting to gold payments, 
the OEEC aims at relieving commodity 
traffic, at least to some extent, of re- 
strictive regulations. It has even ex- 
tended these endeavors also to the sector 
of invisible payment operations. The so- 

called ‘Code de la Liberation,’ signed 
faly 20, 1951, and applicable to all trans- 
actions as from June 1, 1950, goes still 
further in this latter sphere, in that the 
majority of invisible payments in inter- 
-state dealings has been entirely released 
from restrictions—with the exception, it 
is true, of actual capital transactions. 

“As regards the liberalization of insur- 
ance hohe reinsurance dealings, the rela- 
tive provisions have been laid down with 
the collaboration of a special Insurance 
Expert Committee, and may be consid- 
ered, by and large, as satisfactory. Ma- 
rine insurance has been given special 
attention herein, it being stipulated that 
the conclusion of marine insurance poli- 
cies in connection with internatioal com- 
modity trading should be permitted by 
the respective governments in any coun- 
try, in any currency and with any in- 
surer, and that the foreign currency pay- 
ments resulting from such policies must 
be approved for transfer. 

Freedom of Action 

“It must be acknowledged that these 
provisions governing international ma- 
rine insurance allow an optimum free- 
dom of action in the face of present-day 
conditions. Seeing that the subject of 
discrimination has already been men- 
tioned on several occasions today, we 
may venture to claim that the OEEC 
has to all intents and purposes intro- 
duced a discriminatory policy in a posi- 
tive sense, in that marine insurance has 
been accorded a privileged position as 
compared to the other branches. 

“In spite of the incontestable progress 
which has already been achieved in 
European insurance and reinsurance op- 
erations, thanks to the OEEC and to 
the European Payments Union, and the 
further progress which it is hoped to 
record in the near future, we are far 
from having attained the ideal status, i.e., 
the total elimination of any discrimina- 
tion whatsoever. 

“The resolutions and recommendations 
introduced by the OEEC do not of their 
own accord establish substantive law; 
they have to be accepted and put into 
practice by the individual governments, 
and this requires the active influence of 


those parties concerned. Neither has 
contractual freedom yet been ensured 
throughout. We may recall that there is 


still one country where, for ex xample, the 
taking out of reinsurance abroad is re- 
stricted to a certain percentage. 


Cooperative Efforts 

“The European insurance industry has, 
therefore, in the same way as its sister 
in the Western hemisphere, felt the need 
of joining forces in a special organiza- 
tion. For the last two years the na- 
tional insurance associations of Western 
Europe have held periodical meetings to 
discuss their common interests and 
wishes with a view to bringing their 
ideas into line, in order then to ap- 
proach their respective authorities for 
the removal of obstructions. 

“As an example, we may mention that 
the conference held in Brussels last June 
devoted particular attention to the fol- 
lowing there problems: (1) The com- 


TRUCK CARGO THEFTS GAIN 


Heaviest Toll Continues in Textiles and 
Clothing, Liquor; Shippers Fail to 
Protect Themselves 

Truck cargo thefts and hijackings con- 
tinue to take their heaviest toll in lines 
which have long been loss leaders, in 
spite of constant safety w arnings and in 
the face of proof that protection pro- 
hae can greatly reduce such _ losses, 
the ¢ argo Protection Bureau, with head- 
quarters in New York, says. 

Commenting on its monthly list of 
previousky unreported thefts, which add 
another 300,000,000 to the year’s total, 
the bureau said, “One of the strange 
facts brought out in the periodic loss 
lists of truck cargo thefts is their em- 
phasis on the obvious nature of the 
theft attacks and the apparent lack of 
protection set up by countless carriers 
and shippers of loss leaders.” 

It was pointed out by the bureau that, 
even though textiles and clothing are 
known to be top loss leaders and more 
and more such cargoes are coming un- 
der protection programs, textiles and 
clothing continue to stand as neck-and- 
neck contenders for first place. Suffi- 
cient loads of this nature continue to 
move without protection to give the 
crooks their much-sought targets. 

Even though liquor cargoes have for 
many years been target lines, liquor hi- 
jackings and thefts continue well up 
on the list, and although recent experi- 
ence has shown meat, steel and money 
trucks to be increasingly hot targets, 
many still move unprotected and open 
the way to a heavy theft toll. 

“The experience shows that the highly 
organized, cleverly operating crooks are 
striking with constantly increasing effi- 
ciency, securing a steadily growing 

‘take’ from what must be a narrowing 
market,” the bureau commented. “At 
the same time it is evident that many 
carriers and shippers have not yet taken 
action to establish protection programs, 
in spite of the warnings and evidence 
of the past.” 





Farm Bureau Changes 


In the Eastern Field 


Vaughn B. Mantor, Pataskala, O., has 

been named services manager for the 
Farm Bureau Insurance Companies’ tri- 
state regional office. Mr. Mantor has 
been with the companies for 13 years 
and most recently has been service sec- 
tion chief in the New England regional 
unit. 
Henry Westphal, Annapolis, Md., and 
Zach Turner, Glen Burnie, Md., were 
announced as sales managers for the tri- 
state area (Maryland, Delaware, north- 
east Virginia and the District of Colum- 
bia). Glenn Frank, New Haven, and R. 
H. Wilson, Burlington, Vt., have been 
named sales managers for the New Eng- 
land region. 


HOLMAN AGENCY FORMED 

The Holman Insurance Agency of An- 
derson, S. C., has been incorporated with 
capital stock of $50,000 to act as agent 
for insurance companies. A. E, Holman 
is president. 





bating of specific unjustified interven- 
tionary measures on the part of state 
supervisory authorities; (2) the rehabili- 
tation of contractual freedom in interna- 
tional insurance and reinsurance opera- 
tions; and (3) the removal of barriers 
impeding inter- state insurance and re- 
insurance payments.” 
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McKell Receives Gold 
Medal of Gen’! Brokers 


HONORED AT ANNUAL DINNER 





Judge Albert Conway Also Given Testi- 
monial; Bohlinger Toastmaster; 
Oberman Makes 1951 Report 





Two outstanding personalities—Wil- 
liam E. McKell, first vice president, 
American Surety Co. and Judge Albert 
Conway of the New York Court of Ap- 
peals—were in the spotlight Wednesday 
evening at the 26th annual dinner of the 


WILLIAM E. McKELL 


General. Insurance Brokers Association 
at Hotel Astor, New York. Before 650 
brokers, agents, company executives and 
leaders in the judicial and political fields, 
Mr. McKell received the annual gold 
medal award of this association for dis- 
tinguished service to the business—a 
highly deserved honor. At the same 
time Judge Conway, who for many years 
has been toastmaster at these annual 
gatherings, was given a big testimonial 
by General Brokers’ members and 
guests. 

Superintendent of Insurance Alfred J. 
3ohlinger had the honor as toastmaster 
of introducing Judge Conway and was 
lead-off man in the felicitious recogni- 
tion given to him. This recognition was 
much in order as Judge Conway is a 
former Superintendent of Insurance and 
has long been a booster of the insurance 
brokerage profession. 

The evening’s program got under way 
with introductory remarks by Nathan 
Greenbaum, perennial chairman of the 
dinner committee who presented Super- 
intendent Bohlinger as toastmaster. In 
his best form Mr. Bohlinger then intro- 
duced the head table celebrities which 
included three former New York Super- 
intendents—Jesse S. Phillips, Louis H. 
Pink and George S. Van Schaick. Also 
on hand was Warren N. Gaffney, New 
Jersey Commissioner of Banking and In- 
surance, making his first appearance at 
a General Brokers’ annual dinner. 

The spotlight was also focused on 
Judge Stanley H. Fuld, one of Judge 
Conway’s associates in the Court of Ap- 
peals; Frank A. Christensen, president 
of the America Fore Group companies, 
who is chairman of the gold medal 
award committee; Mary Donlon, chair- 
man, Workmen’s Compensation Board of 
New York, who was the guest speaker 

(Continued on Page 34) 


A. E. Spottke Resigns as 
Continental Casualty V. P. 


Fabian Bachrach 
ALBERT E. SPOTTKE 


Chicago, Oct. 25—Albert E. Spottke, 
who has been vice president in charge 
of ‘the casualty and surety operations of 
the Continental Casualty Co. today an- 
nounced his resignation from the com- 
pany and from its board of directors for 
personal reasons. Mr. Spottke said that 
he had no statement to make at this 
time about his future plans. 

Mr. Spottke was associated with the 
National Bureau of Casualty Underwrit- 
ers from 1926 to 1948. He started in its 
automobile department of which he sub- 
sequently became manager, and then was 
made secretary of the bureau. In 1948 
he joined the Massachusetts Bonding as 
vice president in charge of the New 
York office. Following this assignment 
he accepted the position of vice presi- 


dent of the Continental Casualty Co., 
heading up the casualty and surety 
operations. 


Bailey Joins Lumbermens; 
Leaves N. Y. Department 


Arthur L. Bailey, chief actuary (casu- 
alty) in the New York Insurance Depart- 
ment, has resigned to join the Lumber- 
mens Mutual Casualty as assistant ac- 
tuary in its home office. 

















SAVORY IS DEPUTY CHAIRMAN 





Elected by Board of Directors at Head 
Office in Perth, Scotland; Visited 
United States in 1949 
The head office board of directors of 
the General Accident Fire & Life Assur- 
ance Corp., Ltd., of Perth, Scotland, has 
elected Donald S. Savory, M.A., F.I.A. a 
deputy chairman of the corporation. Mr. 
Savory was also appointed a director of 
the General Life Assurance Co. Mr. 
Savory’s activity on the General Acci- 
dent’s board of directors dates from 1945. 
After his attendance at Basle Uni- 
versity in Switzerland and ‘Corpus Christi 
College (Cambridge), Mr. Savory joined 
the actuarial staff of the Norwich Union 
and became an associate of the Insti- 
tute of Actuaries the. following year. 
He left insurance for the securities busi- 
ness in 1910, and in 1923 became a 
partner in the well-known firm, E. B. 

Savory & Co. 

In spite of his change of profession, 
Mr. Savory kept up his interest in in- 
surance. In 1919 he began publication of 
“Savory’s Insurance Share Annual,” an 
authoritative guide to insurance invest- 
ment. He has also contributed numerous 
articles on insurance matters to the 
Times, the Financial Times, the Stock 
Exchange Guide and the Economist. 

In 1949, on the occasion of the fiftieth 
anniversary of the General Accident in 
this country, Mr. Savory visited the 
United States and became well acquaint- 
ed with the leading agents and managers 
of the General Accident and its affiliate, 
the Potomac Insurance Co. of the Dis- 
trict of Columbia. 


Summerall’s Legion Award 


At the recent annual convention of 
American Legion, held in Miami, four- 
star General Summerall was given the 
Distinguished Service Medal. New York 
Times and other newspapers printed a 
picture of the ceremony in which Ray 
Murphy (general counsel, Association of 
Casualty and Surety Companies and a 
past National Commander of the Le- 
gion), was shown pinning the medal on 
General Summerall’s lapel. 
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Combs Talks on Agents’ 
Relation to Claim Men 


ADDRESSES WISCONSIN AGENTS 





Says a Good Claim Man Subjugates His 
Knowledge of Law and Settles His 
Cases on a Factual Basis 

“The Agent and the Claim Man Can 
Help Each Other” was the title of the 
address delivered by Hugh D. Combs, ex- 
ecutive vice president, United States Fi- 
delity & Guaranty Co., before the Wis- 


HUGH D. COMBS 


consin Association of Insurance Agents 
at Milwaukee, October 23. 

Mr. Combs said it is imperative that 
agents and claim men stand together as 
they have many things in common. “In 
view of the automobile loss ratio situa- 
tion,” he added, “perhaps it is better to 
say that they have ‘troubles’ in com- 
mon.” 

Saying that misguided public opinion 
is not predominant among the people, 
Mr. Combs continued: 

“Not all of them think that agents 
make too much money too easily or 
that claim men in general settle claims 
unintelligently. The thinking and intelli- 
gent body of the public is composed of 
fair-minded and sensible people. These 
people recognize that agents are hard 
workers who fully earn the commissions 
they receive and that claim men, by and 
large, recognizing the fact that they are 
trustees for the funds of stockholders 
and policyholders, are trying to do a 
good job under adverse conditions.” 

Claims Harder to Handle 

Mr. Combs said that claims were never 
harder to handle than they are today 
and their number was never so great; 
accidents have increased so that in the 
year 1950 in the United States 40,000 
persons were killed, 1,225,000 were in- 
jured and property valued at $1,200,600,- 
000 was damaged. 

“There is a dearth of good claim men 

(Continued on Page 36) 
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California Is Leader 
In Driver Education 


AGAIN WINS SUPERIOR AWARD 


New York Is Second and Massachusetts 
Third in Number of Students Taking 
High School Driver Training 


California leads the nation in training 
its high school students to be_ safe 
drivers, the Governor’s Highway Safety 
Conference was told October 25 as the 
state received its third superior award 
in as many years in the national high 
school driver education award program 
sponsored by the Association of Casu- 
alty & Surety Companies. 

The state’s third bronze plaque from 
the association was received on behalf 
of Governor Warren by Eugene Mush- 
litz, director of secondary education in 
the California Department of Education. 
It was presented by Marland K. Strasser, 
western field representative of the asso- 
ciation, which has sponsored driver train- 
ing programs in the nation’s high schools 
for more than 15 years. The presenta- 
tion ceremony was a feature of the meet- 
ing of the education section of the Gov- 
ernor’s Highway Safety Conference. 

Is Largest State Group 

The 110,953 students enrolled in driver 
training courses during the 1950-51 term 
in California was the largest state group 
of high school trainees in the nation, 
Mr. Strasser pointed out. This army of 
boys and girls learning to be safe drivers 
when they take the wheel of the family 
car or their own automobile exceeded 
by nearly 32,000 the next highest state 
total of 79,000 trainees in high schools in 
Illinois, Mr. Strasser said. New York 
and Massachusetts were third and fourth 
in total enrollment, with 43,653 and 43,- 
634, respectively. 

California’s student enrollment in 
driver training courses jumped 26,434 
over the previous term, Mr. Strasser 
said. At the same time the number of 
schools offering driver education was in- 
creased by 21, from 397 to 418 of the 
state’s 435 secondary schools. Enrollment 
last term represented more than 100% 
of the 109,403 eligible students because 
the driving course was taken by some 
boys and girls above or below the grades 
in which the training is usually given. In 
California driver training is required for 
graduation from high school. 

“California is to be congratulated on 
its leadership in the driver education 
movement,” said Mr. Strasser. “It is far 
ahead of any other state in the number 
enrolled and its record pace of training 
the boys and girls in its high schools to 
be safe drivers should be reflected in 
lower accident experience among young- 
er drivers in years to come.” 


Students Show Benefit of Training 

According to the association, research 
studies have shown repeatedly that stu- 
dents who take driver education courses 
in their high schools usually have only a 
third as many accidents as those who do 
not have the benefit of this training. 
More than 2,000,000 boys and girls have 
been given these courses in the nation 
as a whole since 1947. Upwards of 660,- 
000 are now being turned out of these 
classes annually and high school-trained 
drivers now comprise about 3% of the 
nation’s 60,000,000 driving population. 

In addition to California, the states 
which qualified for superior awards this 
year were Arizona, Illinois, Massachu- 
setts, Michigan, Minnesota, New Jersey, 
North Dakota, Oklahoma and Wisconsin. 
Meritorious awards, presented to states 
giving driver education courses in more 
than 25% of their schools, with at least 
25% of eligible students enrolled, were 
won by 19 states and the District of 
Columbia. The “meritorious” states are: 
Connecticut, Delaware, Indiana, Mon- 
tana, Nebraska, Nevada, New Hamp- 
shire, New York, North Carolina, Ohio, 
Oregon, Pennsylvania, Texas, Utah, Ver- 
mont, Virginia, Washington, West Vir- 
ginia and Wyoming. Special awards also 
were given for the first time this year 
to New Jersey, North Dakota, Oklahoma 
and Vermont for unusual progress in 
developing driver education courses in 
private and parochial schools. 


HONEYWELL ON PROGRAM 


Slated With H. D. Combs to Address 
Maryland Agents’ Assn. in Mid- 
Nov.; Music His Avocation 


James O. Honeywell, assistant secre- 
tary of New Amsterdam Casualty in 
charge of its snecial risk department, is 
scheduled to speak at the annual meeting 
of the Maryland Association of Insur- 
ance Agents in mid-November. Mr. 
Honeywell, well posted on general lia- 
bility insurance trends, is equally at 
home in musical circles. For the past 20 
years he has been organist and choir di- 
rector of the Church of the Advent, Bal- 
timore. In addition he is a member of 
the Peabody Conservatory Chorus (Bal- 
timore), and one of the guarantors of the 
famous Bach Choir of Bethlehem, Pa. 

Another Baltimore company executive 
on the Maryland Association’s program 
is Hugh D. Combs, executive vice presi- 
dent, United States F. & G., who by his 
timely addresses on the claim side of 
the casualty business is doing consider- 
able to improve the public relations as- 
pects of claim settlements. 


MILLER NAMED SALES MANAGER 

The American Mutual Liability Insur- 
ance Co. announces the appointment of 
M. E. Miller to the position of sales 
manager in its Jackson, Miss., territory. 


Certificates of Merit 
Awarded Coordinators 


DISCUSS DRIVER EDUCATION 


Casualty and Surety Association Recog- 
nizes Outstanding Jobs Done at 
Local Levels at Chicago Session 


The outstanding job being done at 
local levels by state educational, traffic 
safety and police officials to broaden the 
high school driver education movement 
received official recognition from the 
Association of Casualty & Surety Com- 
panies during the recent National Safety 
Congress at Chicago. 

Presentation of the association’s first 
certificates of merit awarded to state 
coordinators of the high school programs 
featured the ninth annual breakfast con- 
ference on driver education at the La 
Salle Hotel, sponsored by the associa- 
tion’s accident prevention department. 
Educators and police officials of 31 states 
were among nearly 100 guests at the 
breakfast session, at which Thomas N. 
Boate, the association’s director of pub- 
lic safety, presided. Mr. Boate presented 
the certificates of merit to coordinators 
of 18 states attending the conference. 
Coordinators of 30 other states will re- 
ceive their certificates by mail. 

William M. Greene, director of Con- 


——— 


OKLAHOMA PAMPHLET ISSUED 
A supplement to the 1950 edition of the 
pamphlet on the Oklahoma workmen's 
compensation law, which was recently 
amended to provide compensation ben- 
efits for the death of an employe, has 
been published for distribution by the 
Association of Casualty & Surety Com- 
panies. 








cai 


necticut’s Highway Safety Commission 
who conducted a round table discussion, 
declared students in Hartford had 
formed their own committee to persuade 
school authorities to institute driver edy- 
cation programs in their high schools. A 
similar campaign for driver education by 
high school students in Mobile was re- 
ported to the conference by Merrill C 
Yost, the association’s educational di- 
rector. A five-year effort to introduce 
driver education courses in Lansing, 
Mich., high schools also was reported. : 
Dr. Herbert J. Stack, pioneer in 
driver education who now directs the 
Center for Safety Education, New York 
University, urged the educators to con- 
duct comparative studies of the driving 
records of groups of students who re- 
ceive training in high schools and those 
who are not so trained, to help provide 
comprehensive tests of the value of 
driver education in reducing accidents, 
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Owens Insurance Head 
Of Travelers Aid Drive 


APPOINTMENT MADE BY MAULL 





Tuttle and Weghorn Named to Assist; 
This Year’s Goal Is $340,000; Help 
Extends to Bus Lines 


Baldwin Maull, general chairman of 
the 1951 Travelers Aid Society cam- 





paign in New York, has named Walter 
D. Owens, 
Casualty Co., 


president of United States 
to serve as chairman of 





Conway 


WALTER D. OWENS 


the insurance division. Working with 
Mr. Owens will be Franklin B. Tuttle, 
president of the Atlantic Mutual Insur- 
ance Co., and John C. Weghorn, presi- 
dent of the Weghorn Agency. 

“Leaders in commerce and industry,” 
Mr. Maull said, “know that the work 
of Travelers Aid—as a privately support- 
ed non- -profit agency—is especially im- 
portant in these times. 

“The $340,000 goal this year is really 
very modest, in the light of the in- 
creased demands upon Travelers Aid. 

Servicemen Are Aided 

“Because of the national emergency, 
great numbers of people are on the 
move, and many of them call on us for 
help. This applies particularly to serv- 
icemen and their families. Travelers 
Aid is a reminder to them that the 
civilian population is backing them up, 
by standing ready to proffer help when 
it is needed. 

“Moreover, Travelers Aid is now as- 
sisting, to a much greater degree than 
before, people who travel by bus. We 
have opened an information booth in the 
new Port Authority Bus Terminal, and 
more travelers there are turning to us 
for help. 

“Last year Travelers Aid served more 
than 109,000 people. Despite internal 
economies which we have instituted, we 
must raise $340,0000 if we are to main- 
tain and expand our services. Otherwise, 
we will have to curtail, which would be 
tragic in these turbulent times.” 


N. Y. City College Has 


Cooperative Training Plan 
A five-page booklet explaining in de- 
tail the operation of the cooperative in- 
surance training program of the City 
College of New York School of Business 
and Civic Administration is available to 
insurance companies writing the school. 
Under the program, which was inaugu- 
rated this fall, selected seniors majoring 
in insurance are employed by insurance 
firms on a part-time basis, in addition 
to attending classes. 
Insurance executives inter ested in ob- 
taining the booklet should write: George 
almer, coordinator, Cooperative Insur- 
ance Training, the City College of New 


ed Z Lexington Avenue, New York 


HORTON HONORED IN DETROIT 


Association of Casualty & Surety Ex- 
ecutives of Michigan Give Luncheon 
to Retired Aetna C. & S. Manager 

Members of the Association of Casu- 
alty & Surety Executives of Michigan 
honored John F. Horton, past president 
of the association at a farewell luncheon 
party on October 8 at the Detroit Ath- 
letic Club. He was presented with a 
traveling bag by C. L. Miller, resident 
vice president of Standard Accident, on 
behalf of the members of the associa- 
tion. A resolution was adopted making 
Mr. Horton an honorary life member of 
the organization. 

Mr. Horton was local branch mana- 
ger for the Aetna and retired recently 
after having spent nearly half a cen- 
tury with that organization, more than 
30 years of which were in Michigan. 
He first served at the home office in 
Hartford and later at Philadelphia. He 
was then appointed manager of the 
Lansing office, which was later moved to 
Grand Rapids. He was named manager 
at Detroit in 1929. 

In addition to service as president of 
the Casualty & Surety Executives As- 
sociation of Michigan, he served in a 
similar capacity for the former Michigan 
Casualty & Surety Field Club. He is 


ECA SELECTS AETNA MOVIE 


Film One of a Number Chosen To Be 
Shown in European Countries Re- 
ceiving Marshall Plan Aid 
A motion picture produced by the 
Aetna Casualty & Surety Co. on safety 
precautions in the construction industry 
has been selected by the Economic Co- 
operation Administration for showing in 
European countries receiving Marshall 

Plan aid. 

Entitled “Ladders, Scaffolds and Floor 
Openings,” the Aetna film is one of a 
number to be chosen from approximately 
6,000 industrial and agricultural movies 
for use in conjunction with the ECA’s 
technical assistance program in the 19 
countries outside the Iron Curtain. 

Prior to being shown abroad, the nar- 
rative part of the film will be translated 
into the language of the different coun- 
tries where the movie will be used. The 
foreign audiences will include construc- 
tion workers, management representa- 
tives and safety engineering groups. 





moving to Glastonbury, Conn., where he 
plans to make his home. 

Mr. Horton has been succeeded as lo- 
cal manager for Aetna by Thomas A. 


Eggleston. 





Accident and Hospitalization. 


INTER-OCEAN was There/ 





*Around the world in less than 40 minutes” 
Roosevelt sent the first cable around the world on July 4, 1903. 
That same year INTER-OCEAN was in the insurance business. 


Since then, the cable has become a vital factor in modern busi- 
ness ... just as INTER-OCEAN has become a vital factor in the 
insurance business. Today, your clients can gain all the advantages 
of INTER-OCEAN’S sound principles and modern ideas . . . 
when you write INTER-OCEAN’S complete line of Life, Health, 
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Kreher Resident Manager of 
American Casualty in N. Y. 





Matar 


JAMES C. KREHER 


Supervision of American Casualty’s 
New York department at 111 John Street 
is in the hands of James C. Kreher who 
was recently appointed its resident man- 
ager. Mr. Kreher joined the company 
last summer after serving for four years 
as metropolitan New York manager of 


the Preferred Accident. 
His insurance career started in 1933 
after attending New York University 


and taking courses of the Insurance In- 
stitute of America. His first connection 
was with Fidelity & Casualty in its home 
office as an underwriting clerk. There- 
after he served the F. & C. for some 
years as an automobile underwriter and 
then went to its Atlanta branch office 
for field underwriting experience. Sub- 
sequently he became casualty assistant 
in its Richmond branch. 

After World War II 
Kreher returned to New York and be- 
came manager of the Jackson-Smith 
Agency. When that agency was reorgan- 
ized and became the Houghton Agency 
he was made manager and vice president, 
later being elected president. Mr. Kreher 
is a member of the Casualty Managers 
Association of New York, the Casualty 
& Surety Club of New York and the 
Accident & Health Club. 


service Mr. 


STUDY COMPULSORY INSURANCE 





New York Joint Legislative Commission 
Meets in Syracuse; Also Considers 
Unsatisfied Judgment Measure 

A joint New York state legislative 
commission considering the possibilities 
of establishing compulsory automobile 
insurance and creation of a fund to cover 
unsatisfied civil judgments met at Syra- 
cuse with representatives of insurance, 
automobile and legal interests last week. 

State Senator William Hults of Nas- 
sau County, chairman of the Joint Legis- 
lative Commission on Unsatisfied Judg- 
ments and Compulsory Insurance, pre- 
sided at the semi-private conference. 

Assemblyman Donald H. Mead of 
Syracuse and Senator Fred Rath of 
Utica acted with Senator Hults for the 
commission. 

It was disclosed that this commission 
has investigated a system in the province 
of Ontario for paying successful plain- 
tiffs in court action arising from auto- 
mobile accidents in cases in which de- 
fendants are unable to meet judgments 

Mr. Mead said from 92% to 95% of 
the state’s automobile owners are cov- 
ered by private insurance. The CIO, he 
said, has conducted a campaign for com- 
pulsory insurance. 

The meeting was the first of a series 
of upstate conferences scheduled in the 
Hults commission. 
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Gold Medal to McKell 


(Continued from Page 31) 
at this annual gathering a few years 
ago; Victor F. Veness, Deputy Motor 
Vehicle Commissioner of New York, and 
practically all the key people in the ma- 
jor insurance trade associations. 

It was also appropriate that Mrs. Mc- 
Kell was present to see her husband 
honored and that Judge Conway’s imme- 
diate family and close relatives were 
seated up front at the General Brokers’ 
executive committee table. They included 
Mrs. Albert Conway, Miss Josephine P. 
Conway, his sister, and Hewitt A. Con- 
way, his son. 

Oberman Presents Medal to McKell 

Samuel Oberman, president of the as- 
sociation, gave his annual report and 
then made the gold medal presentation 
to Mr. McKell. He reported that the 
12 months which have elapsed since the 
25th anniversary dinner have been hec- 
tic. Pointing to last November’s hurri- 
cane and its effect upon the insurance 
business, he declared that the situation 
which it precipitated “was indeed a test 
of our ability to perform in behalf of 
the insurance public.” Continuing he 
said: 

“It clearly proved that when ‘the chips 
are down’ we can provide the service 
the public has grown to expect of us. 
We must never lose sight of our per- 
petual obligation to the public so as to 
constantly maintain and increase their 
confidence in us. This is in the same 
sense as when John Doe buys a U. S. 
Government bond; he buys it with full 
and complete confidence in its safety. 
Or when he deposits his money in a 
bank he is definitely at ease in the 
knowledge that his deposit is insured 
by the Federal Deposit Insurance Corp.” 

Mr. Oberman made clear at this point, 


however, that “we in the insurance busi- 
ness can be proud that Federal controls 
are not necessary because of the com- 
petency of the various State Insurance 
Departments and particularly, the New 
York Department.” He indicated that the 
Department, with the full cooperation of 
the industry, continues its efficient ways 
and with the public interest uppermost in 
mind. 
Preferred Accident Liquidation 

“This fact was proven in the past 
spring when unfortunately the Preferred 
Accident folded up,” said the speaker. 
“The machinery of the Department was 
immediately set in motion taking all nec- 
essary steps for the protection of the 
insurance buying public. One of the steps 
taken was when Superintendent Bohlin- 
ger met with a committee of the Insur- 
ance Brokers Associations’ Joint Council 
to discuss this unfortunate event from 
the brokers’ viewpoint, and to try to 
formulate a logical and practical plan to 
be followed by those brokers involved. 
For the further protection of the public, 
the Joint Council then passed these con- 
clusions on to the various member as- 
sociations for the benefit of the brokers. 

“The effect of the liquidation of the 
Preferred Accident would undoubtedly 
have been worse were it not for the 
fact that at least two forms of coverage 
had security funds. These forms were 
compensation, under the Workmen’s 
Compensation Security Fund, and auto- 
mobile liability and property damage un- 
der the Motor Vehicle Liability Security 
Fund. You can well imagine what the 
situation might have been without this 
special statutory protection. 

“As it is those brokers that are in- 
volved in this mess are still taking as- 
pirins.” 

Mr. Oberman then asked: “What can 
we, as brokers and companies do in co- 
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operation with one another and the 
State Insurance Department to avoid 
any repetition of this unfortunate event ? 
In considering a remedy, we must bear 
in mind the needs of the public and con- 
tinue to offer the coverage that is re- 
quired.” 
Favors Reserve for Third Party 
Liability Claims 

To further stabilize the position of the 
insured who has a pending claim against 
him, Mr. Oberman recommended the 
establishment of a reserve for all third 
party liability claims similar to the two 
security funds already in operation.’ He 
said: “This would result in a stronger 
and more secure structure of all operat- 
ing insurance companies. The action 
would also serve to further the con- 
fidence of the public and tend to offset 
any damage which has been done. 

“In line with this thinking and with 


the express purpose of honestly develop- 
ing a clearer understanding of our mu- 
tual problems I hereby invite the opin- 
ions of all company executives to the 
following suggestion: 

“That a meeting be held where we, the 
Brokers Associations’ Joint Council, and 
the company executives can ‘talk turkey’ 
to one another with regard to the prob- 
lems of the broker. We would also like 
to hear their side and learn what their 
problems are so that we both can come 
away with a better understanding.” 

If this meeting were held in the near 
future Mr. Oberman believed it would 
lead to a clearing of the atmosphere and 
would serve to establish a_ profitable 
plane of business. “If you agree with 
me in this thought,” he said, “I would 
appreciate a note to that effect. It 
should be sent to our association office. 
If the response warrants, then a meet- 
ing date will be mutually arranged.” 

Have Extended Writings 

Turning to another subject before clos- 
ing, Mr. Oberman said he learned while 
recently in Europe that American insur- 
ance companies have extended their 
writings to include the European conti- 
nent in competition with English com- 
In this connection he observed: 


panies. 
“T, as a producer, feel that if the 
insurance companies in this country 


would manage to handle all the business 
that producers can secure instead of al- 
lowing the foreign unlicensed companies 
to write millions of dollars worth of 
insurance premiums, they would not have 
to look to other lands for business. 

“On the subject of profit for the com- 
pany I would like to state for the record 
that we as brokers fully realize and un- 
derstand that it is as much our job as it 
is the companies’ job to try to establish 
a writing profit for them. After all it is 
as much to our benefit and the public’s 
benefit to keep a healthy house. 

“It is my sincere hope that when we 
meet next year at the 27th annual party 
of our association that at least some of 
these problems will have been solved 
to the mutual benefit of all.” 
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Judge Sawyer Retires 
From Active Practice 


RETURNS TO HOME IN MAINE 
Former Natl. Bureau General Counsel 
Was Member of N. Y. Law Firm, 
Representing Insurance Interests 


Elmer Warren Sawyer, senior partner 
of Sawyer, Delaney, Shaw & Pomeroy, 
New York attorneys, long active in the 
field of insurance law in New York and 
in Boston, is retiring from active prac- 


A 


ELMER W. SAWYER 


tice. He will continue to act as counsel 
to the firm he has headed-which repre- 
sents several insurance associations and 
insurance companies locally and nation- 
ally. 

Mr. Sawyer is returning to North An- 
son, Maine, his birthplace where, in addi- 
tion to acting as counsel for the New 
York law firm and various insurance 
interests in Maine, he will engage in 
general practice. 

Started Practice in Maine 

Asa young man he started practicing 
law in Maine and moved to Boston in 
1925 to become assistant general coun- 
sel of the Liberty Mutual Insurance 
Group. In 1939 he resigned to come to 
New York as general counsel for the 
National Bureau of Casualty Underwrit- 
ers. Seven years later he entered private 
law practice specializing in insurance law 
and founded the firm of Sawyer, De- 
laney, Shaw & Pomeroy, of which he 
has been senior partner. 

For the past five years he has been 
general counsel for the National Asso- 
ciation of Insurance Brokers, Inc. and 
the National Association of Casualty & 
Surety Agents, as well as several other 
producer organizations. While engaged 
in general practice he has also represent- 
ed several insurance companies and 
many insurance producers’ organizations 
both here and throughout the country. 

Known widely as Judge Sawyer, a title 
he gained while on the bench of the 
W estern Somerset Municipal Court in 
his native state, he has written many 
books and articles on insurance legal 
matters and enjoys the reputation of be- 
ing one of the most widely-read authors 
in the insurance business. 


C. & S. Saintes: Elects 
Five Fire Company Members 


Election of five more companies to 
membership in the Association of Casu- 
alty & Surety Companies is announced 
by He Dewey Dorsett, general manager. 
Total membership now numbers 106 
companies. 

The new members are Atlas Assurance 
Co., Albany Insurance Co., Agricultural 
Insurance Co., Empire State Insurance 
Co., and Quaker City Fire & Marine 
Insurance Co. 





VICTOR F. SCHMIDT PROMOTED 


American Mutual Li Liability Directors 
Elect Him Treasurer; Formerly Was 
Assistant Treasurer 
Victor F. Schmidt was elected treas- 
urer of the American Mutual Liability 
Insurance Co. at that company’s board 
of directors’ meeting in New York, Oc- 
tober 17. A resident of Natick, Mass., 
Mr.’ Schmidt brings to his new position 
an outstanding record in the fields of 
casualty insurance, accounting and fi- 

nance. 

Mr. Schmidt joined the company in 
1936 as division credit manager in its 
Philadelphia office. Three years later, he 
was named manager of the New York 
accounting division, and in 1947, he was 
elected assistant treasurer in the home 
office at Boston. 

A native of Rutherford, N. J., he is a 
graduate of High School there and took 
advanced courses in casualty and fire in- 
surance at New York University. 


Camden Fire Joins Bureau 

Effective November 1, the executive 
committee of the National Bureau of 
Casualty Underwriters has elected to 
membership in the bureau the Camden 
Fire Insurance Association. One hun- 
dred and thirty-three companies now 
comprise the National Bureau member- 
ship. 





CURTIS SUCCEEDED BY JONES 


Served 42 Years as President of National 
Casualty; P. G. Korn Advanced to 
Executive Vice President 

W. G. Curtis, president of National 
Casualty Co. since 1909, has been suc- 
ceeded by Paul F. Jones, formerly execu- 
tive vice president. At the recent annual 
stockholders’ meeting Mr. Curtis asked 
to be relieved from the active executive 
responsibility of the presidency. One of 
the deans of the accident and health 
business, he has devoted 45 years of 
service to the building of National Cas- 
ualty. In this time its capital has in- 
creased from $100,000 to $1,500,000, and 
its gross assets from $226,129 to $15,081,- 
360. 

Simultaneously with Mr. Jones’ elec 
tion to be president of the company, 
Peter G. Korn was adv: anced from vice 
president to exec utive vice president. 
This is his 10th anniversary year as an 
officer of National Casualty. President 
Jones is a former Director of Insurance 
of Illinois. 

No other changes in the present offi- 
cers of the company have been made. A 
newly elected member of the board is 


Maxwell F. Badgeley of Jackson, Mich. 


RICKARD GOES WITH STANDARD 

T. V. Rickard has been employed as 
representative in the Detroit 
the Standard Accident. 


a claim 
branch office of 
































Lumbermens’ periodical advertising is dedicated 
to public service—saving lives on the highway. 





Since 1940, Lumbermens has run safety pages in 
national periodicals to spotlight the tragic toll 

of death on our highways. The current two-color 
series, begun in 1946, concerns teenicide—the 
disproportionate number of fatalities among 
teen-age drivers. 


But Lumbermens and its agents are doing 

something about it! 

Through periodical advertising and agents’ local tie-in, 
the solution is being sought in the traditional 

American way—through home, church, school and 
community assembly. 

Agents are using ad reprints, newspaper mats, 
postcards, letterhead stickers, movies and 

safety booklets to help solve this problem—they’'re 
doing something about it. 
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Two Are Promoted by 
The Hartford A. & I. 


IN AGENTS’ SERVICE DIVISION 


Melander Made Field Supervisor and 
Hamblin Has Been Appointed Super- 
intendent of Casualty Department 


The Hartford Accident & Indemnity 
Co. announces two promotions within its 
service department. Arnold W. 
Melander has been made field supervisor 
and Wolcott C. Hamblin 


pointed superintendent of the 


agents’ 


has been ap- 
casualty 
department. 

A native of Connecticut, Mr. Melander 
has been associated with the Hartford 
since 1936. He began work in the auto- 
mobile department of the home office 
and subsequently became an underwriter 
there and in the company’s Pittsburgh 
branch office. In October of 1941 he 
joined the newly organized agents’ serv- 
ice department which serviced insurance 
agencies in New England and eastern 
New York State. Immediately prior to 
his present appointment all automobile 
underwriting in this department was un- 
der Mr. Melander’s supervision. 

During World War II Mr. Melander 
served three years with the 98th Divi- 
sion of the 389th Infantry, United States 
Army in the southeastern Pacific theatre 
of operations. 

Hamblin With Hartford Since 1926 

Mr. Hamblin, immediately prior to his 
promotion to superintendent of the 
casualty department, was in charge of 
all liability and compensation underwrit- 
ing in the agents’ service department. 
He has served the Hartford since 1926. 
A native of New York State, he at- 
tended the University of Maine and the 
University of Pennsylvania and prior to 
his association with the Hartford was a 


special agent for the Travelers Insur- 
ance Co. and manager of the liability 
and compensation department of a gen- 


eral insurance agency. He was an under- 
writer in the company’s home office lia- 
bility and compensation department un- 
til 1941 when he was transferred to the 
agents’ service department. 

During World War I he served two 
years with the United States Navy in 
European waters. He is a member of 
Sigma Alpha Epsilon and of the Amer- 
ican Legion. 


Enters Safety Codes Bill 


Just before Congress adjourned, Sena- 
tor Hubert D. Humphrey (D., Minn.) 
introduced a bill to form a Bureau of 
Accident Prevention in the Department 
of Labor to set up accident prevention 
boards for each industry, each board 
consisting of four members represent: 
ing the industry, four representing | abor 
and the chairman representing the pub- 
lic. These boards would draft health and 
safety codes for their respective indus- 
tries, conduct hearings and make final 
recommendations to the Secrets ry of La- 
bor who would be directed to enforce 
codes by inspection orders and appeals 
to the courts for — compliance 


Mrs. Nidhein Matdey Retires 
As Girl Scouts Treasurer 


Nathan Mobley, Greenwich, 
whose husband is president of 
States Guarantee Co., has 
just retired as treasurer of the Girl 
Scouts of the U.S.A. She has_ been 
succeeded by Dorcas Campbell, assistant 
vice president in charge of public rela- 
tions for the East River Savings Bank 
of New York. 


M rs. 
Conn., 
the United 





MILLER IN CHICAGO LAW FIRM 


J. Arthur Miller, supervisor of claims, 
including litigation, for the Continental 
Casualty Co., has joined the Chicago 
legal firm of Wyatt Jacobs. Mr. Miller 
joined Continental Casualty in its home 
office in 1935. 
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HARRY A. BATCHELDER DIES 


Retired Manager of Fidelity Division of 
Aetna Casualty & Surety Joined Com- 
pany in 1913; Retired Last Year 


Harry A. Batchelder, retired manager 
of the fidelity division of the Aetna 
Casualty & Surety Co., died October 15 
at the age of 77. 

A native of Plainfield, Vt., Mr. Bat- 
chelder was graduated from Montpelier 
Seminarv and Wesleyan University, and 
had long been a member of the Wes- 
leyan Alumni Council. 

Mr. Batchelder joined the Aetna in 
1913 as an underwriter in the fidelity 
division, later being promoted to man- 
ager, the position he held until his re- 
tirement a year ago. 

For many years Mr. Batchelder had 
served as the company’s representative 
on the advisory committee for bankers 
and brokers blanket bonds and the ad- 
visory committee for fidelity and forgery 
bonds of the Surety Association of 
America. 


Longshore Director of New 
Alabama Insurance Dept. 


Governor Gordon Persons has named 
H. A. Longshore as director of the newly 
created State Insurance Department of 
Alabama. It will carry cabinet rank, as 
does Mr. Longshore’s former position of 
state commerce director. 

It is understood that L. L. Gwaltney, 
Jr., who has been Superintendent of In- 
surance for the past four years, plans to 
return to work in the insurance field. 
Heretofore the Insurance Department 
has been operating as a division of the 
Commerce Department. 


Combs on Claim Men 


(Continued from Page 31) 


to take care of these increased accidents,” 
he said. “This is due to a number of 
conditions, not the least of which is the 
draft for two wars. This has made it 
very difficult to secure properly qualified 
men for training in claim work. Young 
men must be interested in making a 
career of claim work, and in order to 
accomplish this purpose they must be 
adequately compensated, with ample op- 
portunity for advancement with insur- 
ance companies. 

“It is more difficult to settle cases 
today and the cost of settlement has 
doubled. The public reads in the paper 
of verdicts in the hundreds of thousands 
of dollars and, in their minds and in the 
minds of their lawyers, the value of 
their cases reaches astronomical figures. 

Are Subject to Criticism 

“Claim men are ‘between the devil and 
the deep blue sea.’ If they refuse to pay 
what appears to be an unreasonable fig- 
ure in settlement and let a case go to 
trial, they are subject to criticism should 
the verdict be in excess of the amount 
for which the case could have been set- 
tled, even though the demand, before 
settlement, in experienced opinion, was 
exorbitant. Conversely, should a case 
result in a verdict for less than the 
amount offered in settlement, which to- 
day of course is unusual, then there are 
those who will say that the claim man 
is paying too much in settlement of his 
cases.” 

Mr. Combs said that the claim adjuster 
is settlement-minded rather than de- 
fense-minded; that most claim men are 
lawyers and while this is generally an 
advantage, it is occasionally a handicap. 

“It is an advantage,” he said, “be- 
cause legal training is very helpful to 
a claim man in following changes in 
the law, and it is helpful to him in his 
preparation and interpretation of the 
facts in his case. It is a handicap at 
times because a certain percentage of 
the public has reservations about law- 
vers. In the public mind the lawyer has 
lost some of the respect and esteem 
that in the past characterized his pro- 
fession. Television and radio, magazines 
and books, frequently present lawyers in 


an unethical light, in some cases deserv- 
edly so. 
Settles on Factual Basis 


“But a good claim man subjugates his 
knowledge of the law and its ramifica- 
tions and technicalities and endeavors to 
settle his case on a factual basis. He 
approaches his investigation and settle- 
ment with a positive rather than a nega- 
tive attitude. He has a desire to settle 
a case rather than to find ways to avoid 
settlement. He has in mind that the 
company’s customer has purchased and 
paid for financial protection and he tries 
to deliver the commodity which has been 
contracted for. He knows that by set- 
tling his cases he saves the insured 
time, worry, and annoyance, to say noth- 
ing of the possibility of an excessive 
verdict, and he knows that by settling 
he is building up good will for the agent 
and his company. 

“We hear a great deal of talk about 
excessive verdict. There are many very 
large verdicts today, but not all large 
verdicts are excessive verdicts, and 
many of the excessive verdicts might 
have been avoided had persons in au- 
thority in the claim department of the 
insurance company been foresighted 
enough to have settled cases without 
jury trials. 

“Large verdicts are common today and 
they will be with us as long as we have 
a dollar with depreciated purchasing 
power and low-rates-of-interest return. 
For example, $200,000 will produce an- 
nually about $4,000 in income if invested 
in Government bonds. After taxes, there 
is not too much left to support a large 
family where the breadwinner has been 
totally incapacitated. Juries are cog- 
nizant of these facts, and judges charge 
them in case they do not remember.” 


Cites Recent Large Verdicts 


Mr. Combs cited a few recent cases 
in which large verdicts were awarded 
and said that the courts, while admitting 
that these verdicts were large dollar- 
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wise, did not consider that they were 
excessive. 

“An excessive verdict, on the other 
hand,” he said, “is one not warranted 
by the true facts in the case or by the 
real injuries received. This type of ver- 
dict is generally the result of perjured 
testimony as to the facts of the case 
and perjured medical testimony concern- 
ing the plaintiff’s injuries and perma- 
nence. Needless to say, the trend of 
verdicts today emphasizes the need for 
high limits if the agent is properly to 
protect the financial interests of his 
client. 

“The agent and the claim man both 
should preach the doctrine to the public 
that automobile insurance rates are 
based on the cost of handling and set- 
tling cases in the community where the 
accidents arise. The public should be 
informed that when juries render out- 
rageous verdicts a part of the money 
they are so freely giving away comes 
out of their own pockets in the form of 
increased rates for casualty insurance.” 

Speaking of the terrific toll now being 
taken by accidents, Mr. Combs said: 


Auto Insurance Hard to Place 


“Agents, of course, have a vital inter- 
est in this accident problem. Automo- 
bile insurance is becoming more difficult 
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CLAIMS MANAGER WANTED 


Casualty claims manager wanted 
by multiple line Bureau Company 
planning to open New York City 
Claims Office. Write giving full in- 
formation concerning age, educa- 
tion and experience. Salary open. 

Address Box 2049, The Eastern 


Underwriter, 41 Maiden Lane, New 
York 38, New York. 





Ay fy fay hr hr, Mh, Mr, Men, Ml, Mn, Me, MM, Me, de, de. Me. de 








to place and many insurance companies 
are very selective in accepting automo- 
bile risks. It is important to the agent 
that he assist in every way possible to 
educate the public on the need for more 
careful driving. Agents, as important 
citizens in their communities, might add 
this task to their other duties, at least 
in their spare time; that is, if an agent 
has any spare time after he has gone 
the rounds soliciting business, studying 
policies and their coverages, and ac- 
quainting himself with the needs of 
his clients so that coverages will be 
tailor-made to fit the needs of each 
client, and not haphazard ‘hand-me- 
down’ policies in an assortment of com- 
panies. 

“The claim man can help the agent 
by informing the public that proper in- 
surance cannot be bought over the coun- 
ter the way you buy a loaf of bread. A 
qualified agent must study the individual 
needs of each client and he must select 
a company in which to place his clients’ 
insurance, having in mind the kind of 
performance he knows he is going to 
receive for his clients when claims arise. 
The largest corporations in the country 
employ high-salaried insurance experts 
to look after the purchasing and han- 
dling of their insurance. The agent 
gives this service free to his clients. 
In doing this, the agent is performing a 
great public service and one that is 
essential in this day of multiplicity of 
policies and financial hazard. 


Needs Agency Service 


“Insurance agents, and the organiza- 
tions of which they are members, should 
broadcast the fact that every purchaser 
of insurance needs the services of a 
trained insurance agent. An insurance 
policy is just a piece of paper—a prom- 
ise to perform at some future date. The 
test comes with the manner of perform- 
ance—the way in which claims are han- 
dled. Cheap insurance is readily obtain- 
able because there never yet was any- 
thing produced that could not be imi- 
tated cheaper and inferior. But the dif- 
ference between the premium paid for 
poor insurance and the premium paid 
for good insurance, carefully placed by 
a trained agent in a sound company, 
furnishing proper service, becomes very 
insignificant when trouble strikes. The 
quality of the insurance you place for 
your clients will be remembered long 
after the price is forgotten. 

“A client who has been confronted 
with threatened financial loss will never 
forget the peace of mind which he en- 
joyed in the handling of his case be- 
cause his agent placed his insurance 
in a company which, through its compe- 
tent claim service, protected his inter- 
ests without worry or work on his part. 
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Treusch Sales Director 
For National A. & H. 


JOINS PHILADELPHIA COMPANY 





Former Advertising and Public Rela- 
tions Manager for U. S. Life; Active 
in Life Advertisers Association 





The appointment of Joseph B. Treusch 
as director of sales for the National 
Accident & Health Insurance Co. of 
Philadelnhia is announced by T. W. 
Mock, president of the company. 


He will be responsible for the com- 
pany’s accelerated agency program which 





JOSEPH B. TREUSCH 


includes operations in 19 states and the 
District of Columbia with a field force 
of over 700 agents. Founded in 1903, the 
National Accident & Health Insurance 
Co. has shown steady and consistent 
growth during its 48 years of operation 
and is presently expanding its life and 
commercial accident and health depart- 
ments by introducing modern and com- 
prehensive protection plans. 
Was With U. S. Life 

Since 1943 Mr. Treusch was manager 
of advertising and public relations for 
the United States Life Insurance Co. in 


New York, where he was in charge of 
its entire sales promotion program. 
Prior to that time, he was associated 


with the Equitable Society in its agency, 
advertising and educational departments. 

Mr. Treusch is widely known through- 
out the insurance industry and has been 
active in the Life Advertisers Associa- 
tion where he served on many important 
committees including the chairmanship 
of exhibits and membership. He has also 
received many LAA awards of excellence 
for material submitted in the annual 
competitive exhibits of that association. 
He attended the United States Military 
Academy and Fordham University 
School of Business. 


1951-52 CONFERENCE DIRECTORY 


Gives Complete Picture of H. & A. Con- 
ference Membership, Activities, Com- 
_mittees; Now Has 162 Member Cos. 
The 1951-52 edition of the Health & 

Accident Underwriters Conference di- 

rectory has been distributed to all Con- 

ference companies, 

Included in the directory is a listing 
of Conference members, types of cover- 
age and states in which ‘they are licensed 
to operate, Conference officers and staff, 
an outline of Conference activities, com- 
pany membership listed by states, com- 
mittee personnel and a brief summary of 
committee functions. 

new feature has been added this 





Mutari Heads Brooklyn 
A. & H. Association 


At a meeting of the officers and mem- 


bers of the Brooklyn Association of Ac- 
cident & Health Underwriters, October 
25, a unanimous vote was cast for 


George J. Mutari to serve as president 
for the coming year in the Brooklyn 
Chapter of the International Association 
of Accident & Health Underwriters. 
Mr. Mutari succeeds Charles A. 
Merante, who becomes chairman of the 
board of directors. Other officers elected 


are: Louis J. Maresca, first vice presi- 
dent; Peter Korell, second vice presi- 
dent; John J. Kelly, treasurer; Robert 


Gunnerson, financial secretary, and Ralph 
Caputo, secretary. 

Mr. Mutari at present holds the posi- 
tion of secretary manager of the Brook- 
lyn Insurance Brokers Association, Inc., 
and is financial secretary of the Bay 
Ridge Real Estate Board, Inc. 





Edward L. Camp 
GEORGE J. MUTARI 


bell 





year in the form of a calendar in the 
back section with the dates of all Con- 
ference meetings marked. 

The directory reveals a membership of 
162 companies and nine associate mem- 
bers. A breakdown by company shows 
89 life companies, 37 accident and health 
enly companies, 23 stock casualty com- 
panies, 10 mutual casualty companies, 
two fraternals and one reciprocal. 

Among the standing committees listed 
are three new ones—claims relations of 
which the chairman is E. J. Faulkner, 
president, Woodmen Accident; conserva- 
tion of which Frank L. Barnes, Ohio 
State Life, is chairman, and the cost com- 
mittee headed by G. M. Grady, Monarch 
Life of Springfield. New committee 
chairmen include Frank L. Harrington, 
Massachusetts Protective, on planning; 
G. A. L’Estrange, United American Life, 
for 1952 annual convention; Darrell O. 
Smith, American Casualty, on group A. 
& H.: Don R. Hodder, Woodmen Acci- 
dent, on hospital insurance; Dudley Por- 
ter, Jr., Provident Life & Accident, for 
the legal committee; A. W. Perkins, 
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HOSPITAL EXPENSE 
PLAN 


featuring 
* 24-Hour Coverage 
* Surgery Up to $300 
* Payments Up to 365 Days per 
Policy Year 
* 15 Times Daily Room Rate for 
Adult Incidentals (each conf.) 


Operating in Pa., Ohio, Del., Maryland, 
W. Va.,.N.C., Fla. and Washington, D.C. 
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Senator Douglas to Speak 
On Problem of Long Illness 


Senator Paul H. Douglas of Illinois 
will discuss prolonged illness at a forum 
and luncheon meeting on Tuesday, Octo- 
ber 30, at the Congress Hotel, Chicago, 
under the auspices of the Research 
Council for Economic Security. A forum 
will be held in the morning when a 
panel of experts will discuss the nature 
of the problem of long illness. 

The Research Council for Economic 
Security, Chicago, is a privately financed 
research and education organization en- 
gaged in preparing, publishing and dis- 
tributing on behalf of the public inter- 
est, factual analyses of social and eco- 
nomic security. R. J. Wetterlund, presi- 
dent, Washington National Life Insur 
ance Co., is a member of its board. 


A. & H. WOMEN WILL DINE 

Margaret Earley, now with the acci- 
dent and health department of the Fire- 
man’s Fund Indemnity Co., president of 
the Accident & Health Women’s Club 
of New York, announces that the club's 
third annual dinner and military bridge 
will be held in the cafeteria of the 
United States Fidelity & Guaranty Co., 




































































a —— 100 Maiden Lane, Tuesday evening, 
Union Mutual Life, on non-cancellable October 30 ), at 6 o'clock. Jo Pettit, U. S. 
A. & H., and P. G. Korn, National Casu- F. & G,, is chairman of the arrange- 
alty, on social insurance. ments committee. 
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health hazards, 


Working For You 


The Zurich-American industrial hygiene division, with 
its modern, well-equipped laboratories, is ready to help 
your industrial insureds detect and contro] occupational 
such as toxic substances and harmful 
dusts, fumes, and gases. Analytical help is also available 
to your product liability risks. 





Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


135 S$. LA SALLE ST., CHICAGO 3, 





Such a service can mean a great 
deal to your commercial clients 
—and a great deal to your agency, 
too, as an aid in winning and hold- 
ing business. 


ILLINOIS 
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Importance of the Medical Angle in 


Settlement of A. & H. Claims 


By H. S. CraMer 


Manager Accident and Health Department 
Bleichroeder, Bing & Co., Inc., New York 


Editor's Note—In a sincere effort to find a more efficient system for the settlement 


of 


& H. claims at a time when medical insurance is increasing in public favor, the 


author advocates that the claimant’s physician as the one source of medical state ments 


and information be replaced. 


He recommends for consideration the plan used in Holland 


under which so-called examining or controlling physicians, appointed by the insurance 
companies, examine the claimant, check on the treatment and obtain, if necessary, addi- 


tional information from his own physician. 


It ts the author’s opinion this system might haz 
in keeping medical costs to a reasonable 


'e a healthy effect here in this country 


amount under the broad provisions of the 


blanket medical cover. Personal views only are weit mg in this article and it is the 
author’s hope that they will stimulate more intensive thinking on this increasingly 


important phase of medical insurance. 


Is there something wrong with the 
way in which we handle accident and 
health claims? 

For instance: an employer — group 
policyholder complains that an insurance 
company is not strict enough with the 
examination of claims. He recalls that 
a girl received cash sickness . benefits 
for four weeks on the assumption that 
she was unable to work because of ner- 
vousness while, in fact, she has worked 
during this time for another employer. 
In a second case, a girl received cash 
sickness benefits for pregnancy com- 
plaints. 

The policyholder complains that this 
“soit” attitude of the insurance com- 
pany impairs his experience rating, and 
will result in a higher premium than 
necessary 

Another example: an insured is being 
reimbursed for medical expenses due to 
an accident, under the provisions of the 
medical blanket expense policy. Among 
the itemized charges of his physician 
are the following: telephone consulta- 
tion—$5; telephone consultation on Sun- 
day—$15. 

With these few examples, I want to 
stress the importance of the medical 
angle in the settlement of accident and 
health claims. So far our claims are 
being adjusted by laymen who are not 
physicians themselves. If they need ex- 
pert medical advice, they usually ask for 
a medical statement of the claimant’s 
physician or, in exceptional cases, they 
consult the physician of their company 
and, maybe, ask for a medical examina- 
tion by him. 


Anticipates Failure of System 


It is my opinion that this system will 
fail with the further development of 
medical insurance during the next few 
vears. Efforts will be made to enact 
state cash sickness laws in an increas- 
ing number. At the same time the in- 


surance industry will try to sell medical 
coverage on an ever broadening basis. 
They realize that only by doing so, will 
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they have a chance to avoid Government 
interference and, therefore, keep medical 
insurance on a voluntary basis. 

We will then not be able to maintain 

the present attitude of paying such 
claims, regardless as to whether they are 
within the limits of the policy or not, 
and oblivious to the danger that the 
physicians might take advantage of the 
broad provisions of the blanket cover. 
We will need ample and readily available 
medical information in order to make 
medical insurance work. 
We will need ample and readily available 
method of getting statements and _ in- 
formation from the claimant’s physician 
will no longer work properly. The rea- 
sons are as follows: 

The treating physicians will complain, 
and rightly so, about the increasing pa- 
per work in connection with informa- 
tion about their patients. At present, 
they do not feel the pinch too much 
where only one out of five or ten of 
their patients is insured and asks for 
his medical statement. But when 50% 
to 70% of their patients will ask for 
these statements, the doctors will tell 
them and us that they are not able to 
do so without additional compensation. 
Patients will not be willing to pay them 
an extra fee for their paper work, and 
| doubt if the insurance companies would 
be willing to assume this financial bur- 
den. Even if they did so, they could 
possibly spend that money in a more 
efficient way. 

A More Serious Objection 


There is still another and much more 
serious obiection to this procedure of 
dragging the claimant’s physician into 
the settlement of the claims. The claim- 
ant who has to produce a statement of 
his physician is, as a matter of course, 
interested that this statement will not 
endanger his claim and that it will not 
contain anything that would jusify the 
insurance company to turn down _ his 
claim. He will. therefore, bring pres- 
sure upon his physician not to write 
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anything that would impair his chances. 
The physician is then caught in the mid- 
dle between his professional conscience 
and his financial interest not to lose a 
patient. If this situation becomes gen- 
eral it could be a serious one for all 
parties concerned. The relationship be- 
tween physician and patient would be 
disturbed, the moral standard of the 
medical profession would be endangered, 
and the information on which the insur- 
ance companies base their claim settle- 
ments, would become increasingly unre- 
liable. 

These problems cannot be solved by 
the insurance industry alone, since they 
are also of concern to the medical pro- 
fession. But we cannot afford to apply 
claim adjusting methods, which date 
from the “horse and buggy” period of 
medical insurance, in our time when mil- 
lions and millions of people will be in- 
sured against the medical hazards. 

The problems may be new to us, but 
they are not new to many countries in 
Europe where medical insurance has a 
much longer history and where, conse- 
quently, much experience has been 
gained. I realize that it is always di in- 
gerous to compare the situation in vari- 
ous countries with one another, but I 
believe that the setup as I found it, for 
instance, in the Netherlands, is interest- 
ing, and might give us some ideas on 
how to tackle these problems ourselves. 
How Holland Handles Medical Problem 

The physicians in Holland are well 
organized and very cooperative as far 
as medical insurance goes. Nevertheless, 
they decided a long time ago that no 
physician should give any information or 
any medical statement about his patient 
to a third party, including insurance 
companies. On the whole, they have ad- 
hered closely to this decision, and it 
works well because a special class of 
physicians has come into existence— 
the so-called examining or controlling 
physicians. 

In case of a claim, the insurance car- 
rier sends its controlling physician to 
the claimant and has him examined. If 
the controlling physician has any doubts 
about the diagnosis, the history or the 
prognosis, he may get additional infor- 
mation from the claimant’s own physi- 
cian, but only after he has seen the pa- 
tient. In the daily routine, he gets in 
touch with the treating physician only 
if he has serious doubts or if he wants 
to get additional information in a com- 
plicated case. The insurance company 
bases its decision upon the report of its 
own physician. The claimant’s physician 
has no paper work at all, and will also 
not be blamed by his patient if the 
claim is turned down. 

This is the way in which the Dutch 
system functions in theory. In .daily 
practice, of course, these lofty principles 
are not always strictly upheld, but the 
result of the natural give and take is “4 
satisfactory and workable compromise. 


Points in Favor of Controlling 
Physicians 
The employment of controlling phy si- 
cians by an insurance company is not 


MAKE PHILADELPHIA SPEECHES 


Van Urk Talks on Disability Insurance 
Programming; Addy Discusses Pros. 
pecting for Group Insurance 
Frederick T. Van Urk, associate man- 
ager at Philadelphia for the Mutual 
Benefit Health & Accident Association, 
and Edward D. Addy, accident and 
health manager at ‘the Philadelphia of- 
fice of the Standard Accident Insurance 
Co. were speakers at the meeting of the 
Philadelphia Association of Accident & 
Health Underwriters, October 17. Both 
speakers are members of the organi- 

zation. 

Mr. Van Urk’s topic was “Disability 
Insurance Programming,” and Mr. Ad- 
dy’s subject was “Prospecting for Group 
Insurance.” 

Mr. Van Urk said that if the accident 
and health agent is to keep his place 
in the business in the face of new com- 
petition from program-conscious life in- 
surance agents, he must obtain specific 
training in the art of recognizing the 
buyer’s needs and supplying them. 

Mr. Addy said that if an employer 
objects that weekly indemnity benefits 
cost too much, the agent should explain 
that the coverage is compulsory in New 
Jersey and other states and that by 
arranging the coverage now, the em- 
ployer will find himself in a better posi- 
tion if it later becomes compulsory in 
his own state. He also pointed out the 
vast opportunities for the sale of asso- 
ciation group contracts. 


PAUL REVERE IN ALBERTA 
The Paul Revere Life has been li- 
censed in Alberta for life, personal acci- 
dent and sickness. 





as expensive as it might appear in the 
beginning. In many instances, no full- 
time physician is required, but young 
general practitioners with some spare 
time can be employed on a part time 
basis or even against a “fee per case.’ 
It is also possible to pool the services 
of one or more physicians among sev- 
eral insurance carriers. 

Furthermore, the knowledge that the 
insurance carrier may send one of its 
own physicians to check up on the treat- 
ment and on the various X-Ray and 
laboratory examinations, will have a 
preventive function. Many unnecessary 
X-Rays will remain untaken and many 
superfluous laboratory tests will not be 
made if it is known that a medical ex- 
pert will look into the case and _ that 
the medical industry has to reckon with 
somebody else besides the inexperienced 
and frightened patient. 

I do not recommend the adoption of 
this system here in its entirety. But I 
am convinced that a development along 
similar lines will be necessary if we 
intend to adjust the increasing number 
of claims in a quick, efficient and satis- 
factory manner. One thing is certain: 
the cooperation between the insurance 
industry and the medical profession 1s 
a “must.” How this can be accom- 
plished is a different problem and a 
big one. 
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NOW AVAILABLE 


A HOSPITAL EXPENSE PLAN 
PAYING 


From $5 to $10 a day for 100 days accident or illness. 
Plus 10 times the daily rate for miscellaneous expense. 
Plus 3 times the daily rate for emergency expense for injury. 


TO WHICH MAY BE ADDED 


Surgical expense providing $125, $225 or $300 maximum. 
Medical expense providing $3 daily for doctor's visits in 
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IN FOREST FIRE: 


Your cigarette can be as dangerous as dynamite when you are driving through the 
woods. Don't throw it out of the window. Put it out the only safe way—in the ash 
tray of your car. This is the time of the year when the danger of starting a forest 
fire is greatest. So be doubly careful! 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY ¢ THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY «¢ STANDARD INSURANCE CO. OF N. Y. 
eat sro. HARTFORD, CONNECTICUT 
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This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. Clinton L. Allen, President 














FOUNDED IN 1819, the Aetna 
Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” 
From that day to this—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 
obligations. 
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A Story of Progress 


*% Organized as Accident Company June, 1909 
* Premium Income 1909 


* Health Insurance added 1911 


$ 9,197.70 
* Premium income 1911 


129,979.54 
* Accident and Health premium 
income 1950 


* Accident and Health premium income 1920. .. 1,786,860.87 
12,453,427.71 
* Life Insurance added 1920 
* Life Insurance in force end of 1920 2,007,500.00 
* Life Insurance premium income 1950... . 12,192,479.78 
* Total Premium income 1950 24,645,907.49 
* Life Insurance in force end of 1950... 471,443,758.00 
* Life Insurance in force June, 1951... 500,000,000.00 


Now with premium income in all lines more than double that of Life Insurance 
alone, B.M.A. has stepped into the Billion Dollar Class in terms of Life Insurance. 


Throughout 34 states, the District of Columbia and Hawaii, B.M.A. provides 
personal income protection through Life, Accident, Health, Hospitalization, 


Surgical and Medical Care, Annuities and Reinsurance for more than 
600,000 policyowners and beneficiaries. 
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BUSINESS MEN’S ASSURANCE COMPANY OF AMERICA 








HOME OFFICE KANSAS CITY, MISSOURI* BRANCH AND DISTRICT OFFICES IN MORE THAN 60 PRINCIPAL CITIES 











